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SPECIAL REPORT FROM McGRAW-H 
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7P SERIES 


PLUG-IN REELITE’ 


EXTENSION CORD REEL WITH HANDLAMP 
(No Elaborate Wiring Needed) 


Versatile wall bracket . . . full 
swivel action gives unlimited use 
from wall mounting. Simply pull 
pin to remove REELITE for ceil- 
ing mount .. . no need to remove 
entire wail bracket! 


Vig 
| Plug In 
Anywhere! 


| 


The new, modern design APPLETON 7P SERIES REELITE with 
handlamp has the quality features you associate only with APPLETON! 
Universal mounting bracket . . . beautiful baked hammertone enamel 
finish . . . hand lamp with shock-proof rubber handle, push-through 
switch, and snap-open guard: takes 100 watt lamp. The model illustrated 
(7P2), comes with 28 ft. of 18 gauge 2-conductor neoprene cord 

Also available with 25 ft. of 18 gauge, 3-conductor neoprene cord; 


the extra conductor serving only as a gro 


For ceiling installation, the ‘ Positive stop action holds Kink-proof neoprene cord 
N 7 re ITE A = cord at desired length, n the new APPLETON 
APPLETON 7P SERIES REELITE : -. yet a flick of the wrist - 7P SERIES REELITE! 
has full swivel action to 3 causes the cord to coil ' Sr = Gives you positive 
‘ ' : neatly and quickly into . ~) protection against oll, 
give you light wherever ‘ the reel when the job it, < grease, and other 
you need it! is done! / orrosive elements. 


Also Manufacturers o> 
of many other Reelites ff, (| 
for Electrical Conductors, 


Ul (fat 
Air Hose, Liquid Hose Sap 
and Weight Balancers. S ih 


In all ways, you can't buy better quality than APPLETON ... the Standard for Better Wiring® 





yu ctEXTRA PROTECTION 


plus Extra Economy with 
, ECONOMY FUSES 


Specially Developed Metal Alloys 


ELECTRICAL WHOLESALERS 


SEND TODAY 
400 sizes, typ and 
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Complete Line of Fuses 


ECONOMY FUSE & MFG, CO., 2717 Greenview Ave., Chicago 14, lil, 


1 
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emo 


TO OUR DISTRIBUTORS 


During ™Y visits with distributor™ in the past couple 
months, 1! have paid particul lar attention to inventories 

As you wou uld expect, they have been proughnt 2” line with 
the reduced sales yolume and order rate which have prevailed 
during the first half of the year: This, of course, 15 the 
logical approach to a siow market - successful distributors 
keep 4 constant eye on the rate of incoming orders and 
align their inventories accordingly - 

Without exception, the wholesalers with whom t've talked 
since early July have indicated an appreciable upturn 

in business: Their optimisti°¢ outlook on the future 

shared by virtually all of the recognized economists 
business analysts, many of whom predict unprecedented 
prosperity during the next two years. 


+ 


The same alert distributors who reduced inve™ ories 

keeping with the recent sluggish order rate, 11 be equally 
prompt 1” adjusting them to match accelerated puying which 
is being felt right n° Ow. 


we'd like to su uggest a very © close and frequent check of 


your — jneoming | order rate at “this particular time. it can 


mean the aifference between more sales and many more sales. 


sincerely; 


Ww. d- Moriarty 
uanager, Distriveso® Relations 
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ELECTRICAL 


date} (-t-t-li fale} 


You can take 
part in this 


program! 


fire you stres- 
sing these items 


to customers? 


It's the approach 


that counts . 


Here are some 
Ideas you 
might use. 


THE INDUSTRY'S SALES & MANAGEMENT MAGAZINE 


NOVEMBER 1958 


Print Order This Issue: 13,788 


FEATURES 


Times and Trends: PLAN ‘59—Your Opportunity 


Industry can advance profitet y through the sale of modernization equipment 


EW Special Modernization Report 


pertment 


HOW MODERN IS AMERICAN INDUSTRY? 


A report mode by e M rew-H 


SELLING-UP MODERNIZATION 


A two-pert specie eport thet spells out 


marke? 


WHAT YOU CAN SELL TO THE MODERNIZATION MARKET 
HOW YOU CAN SELL TO THE MODERNIZATION MARKET 


BREAKING THROUGH A NEW BARRIER 

Automation Eng neer Randy Wolf pioneers a new field f 
SOME MODERNIZATION SALES ADVICE FOR SALESMEN 

Gilson Supply officials list five techniques for profitable sales 
FOUR-STEP SYSTEM FOR SELLING-UP MODERNIZATION 

How Artcraft cultivates industrie! customers in four phases 
PERSONAL EFFORTS SELL THE NEW PRODUCTS 

Excel's salesman Car! Nelson stresses the persone! app ach 
FINANCING PLAN FOR HOME MODERNIZATION 

A time payment plan at Noland helps promote home modernization 
SELLING TOOLS TO MODERNIZE CONTRACTORS 


Method to aid the contractor is paying of at Standard 


WHAT ABOUT MODERNIZING YOUR OWN FACILITIES? 


A photo view of modernization systems distributors have found successful 


The Salesman’s Technical Notes . J. F. McPertiend, W. J. Mevek 


The subject this month: Signals—'!! 


DEPARTMENTS 


Credits and Collections People in the News 
Letters to the Editor Sales Representatives 

Top of the News Obituaries 

New Products . : Association News 

Business index . ‘ New Products You Can Use 


Calendar of Events Pate New Litereture 


NEXT MONTH 





PRICING ELECTRICAL NOVEMBER, 1958 


Wholesaling 
The curse of the 


electrical supplies 
salesman | 


GEORGE GANZENMULLER tor ELECT AL WHOLESALING 


H. REINHARZ 


But not when he uses 
NATIONAL PRICE SERVICE 


Position and 
ated on sub 


for 
»Up to the minute 
net prices 








Illustrations 





Comparative catalog 


numbers Credits and Collections — tant, Jo 


vicPa 
e How You Can Sell to the Mod- 
The modernization market—what's in ernization Market we of 


ones wmere- epphicdile | TN i ei 


That ‘ 
eee 


Descriptions 


All in one carefully organized, compact ser ‘igi a ; Dag Sapa ae . Sealer Sine 7 
binder or with carrying case or desk rack trave rsi oc Editor Bo 
fo suif your preference and t ompil t it was wort t an susl ssistant lit John Mart 


without extra cost ier Bey uh agre vhen y ah Manag Edito orge Farl 





ctrical modernizat e What About Modernizing Your 
HENDERSON-HAZEL CORP. DEPT. B81] potentia Own Facilities? p vel 


12 1 Brcriic Cl | 19 H Wh i i 
3601 Euclid Avenue , Cleveland 12, Ohio The report is divided into four main 


Please send complete details about breakdowns. [hey are 

NATIONAL PRICE SERVICE to us e How Modern is American Indus- 

mmediately - no obligation try?—a measurement of the market 

for modernization in industry general- Department of Fascinating Trivia: 
This was contributed by the 


red an electrical 


McGraw-Hill Department of Econ en wi \ can't hardly buy Man 


omics ’ 


) Z no more. It’s the coppel 
e What You Can Sell to the Mod- leposits under the streets—more than 
ernization Market—a pinpointing of million pounds of it are in pure 
Address 


the products affording the best sales trical cables under the 


opportunities in selling modernization , set it 29 cents a pound 








prepared especially for this issue by that’s... well, it’s not $24. 
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WIRE 


IT WITH 


GROUND RODS 


Sectional or regular. Copper armored uniformly 
_thick from end to end. Rigid steel core. 


1 ERS PRET TCEAMET  G \ aga ere. 


ENTRANCE ELBOWS SEC ENTRANCE HEADS 





BELL REDUCERS OFFSET REDUCERS 


Eliminate use of makeshift plumbing fittings 
on mast type services for ranch homes. 


Ee . 


) | 
-» 


— 
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BRONZE GROUND 
CLAMPS 


Complete line for 
%"" to 4” pipe. 

3 types cover all 
needs. Swinging top 
—easy to install. 


Built-in connector 

clamp. For EMT or 
rigid conduit. No 

threads or fittings 
needed! 


GROUND ROD 
CLAMPS 


Designed to go with 
Weaver ground rods 

for permanent grounding 
at low cost. 


Stock your shelves with sales —sell the 
complete WEAVER line! Write for catalog. 


J.A. WEAVER 
Loapoany 


2110 HOWARD ST. 
ST. LOUIS 6, MO. 





MAKE YOUR SALES 
EFFORT PAY-OFF 


with 
¢ Hi LINE! 


PLASTIC 
SCREW 


THE MODERN AZ AVA ANCHOR FOR 
USE IN ANY MATERIAL YOU CAN DRILL 


SHELF CARTONS or PLASTIC KITS 
| K-6 


ANCHORING KIT 


eee] 
© 100 No. 12 
Plastic Anchors — 
© 100 Sheet Metal Screws —_— 
@ One '/," Carboloy Tipped Drill 


“Hi" Plastic Screw Anchor Kits are making 
a terrific hit with all tradesmen . . . every 
contractor and plant electrician is a pros- 
pect! 5 LOW COST KITS FOR SCREW 
SIZES #5 to #12 (Two kits include screws) 
“Hi” offers colorful counter displays and 
free sample packets, etc. for your use. 
BIG MONEY MAKERS! 


MACHINE SCREW 
NEW Lead ANCHOR KITS 
K-24 KIT |N 


© 100 Size 10-24 


* Spring Action 
Setting Tool 


Everything the tradesman needs for lead anchor 
mountings in one handy transparent plastic kit. 2 
KIT SIZES, 10-24 and 14-20... SELL ON SIGHT! 


OTHER “'HI"’ QUALITY PRODUCTS 


© Wire Connectors and 

“LOK-IT" Wrench 
® Tape-Mate Winder AND MANY 
© Fish Tape Reels MORE! 
*Condwit "Ss 


MAIL TODAY FOR 
1958 “Hi CATALOG &§ 


LETTERS TO THE EDITOR 








“Extra 5's, 10's, and even 25's .. .” 


N the late 1940's and carly 1950's | heard so many 
| manufacturers complain about distributor salesmen 

being order takers, price artists and everything except 
salesmen, that I developed an inferiority complex for the 
entire distribution industry 




















450 ELM ST. - SYCAMORE, ILL. 


Ask and You Shall Receive 


Verbally and in print, the distributor has been pilloried for his price-cutting tactics. 
Now, along comes a rebuttal from a distributor (who shall remain anonymous) that 
in devastating terms places the onus elsewhere for today's pricing melee. Constructive 
as well as critical, this article is one you'll read. re-read, and long remember 


we wondered if we could do away with our cost files 
and just install direct telephone lines to all manufacturers 


rilapse 





hutor 


- » « an article that stirred an industry. Prior to publication of 
“Ask and You Shall Receive’ in EW’s October issue (p. 60), pre- 
prints of the provocative ‘‘distributor-strikes-back” article were 
mailed out to more than 2,000 manufacturing executives. Response 
was immediate. Letters and requests for more copies began pouring 
in and are still coming in big batches with each mail. Here are a 


few samples: 


Dear Sir 

We are in receipt of a newsletter! 
entitled “Electrical Sales Previews.” 
Attached to this newsletter is an article 
preprint from the October 1958 issue 
of your magazine (p. 60), entitled 
Ask and You Shall Receive.” 

We would like to obtain 100 re 
prints 

JAMES L. WYLER 

MANAGER, SALES PROMOTION DEPT 
ALLIS-CHALMERS MFG. COMPANY 
MILWAUKEE, WIS 


Dear Sir 

Our general sales manager, Mr. J 
S. Blackburn, would like to obtain 
fifty copies of the reprint titled “Ask 
and You Shall Receive” 

We would like to send a copy of 
this article to all Walker Brothers 
salesmen 

W. H. TAyLor 
ADVERTISING MANAGER 
WALKER BROTHERS 
CONSHOHOCKEN PA 


Dear Sir 

We have read with great interest, 
Ask and You Shall Receive.” 

It would be appreciated if you 
would send the writer 75 additional 
copies of the article. 

EDWARD R. MANNING 
VICE PRESIDENT 
LITECRAFT MANUFACTURING CORP 
PASSAIC, NEW JERSEY 


Dear Sir: 

Attached to the latest copy of 
“Electrical Sales Previews” was a very 
good article which appeared in the 
October, 1958 ELECTRICAL 
WHOLESALING 


issue of 


much to have 
You Shall 


1 would like very 
100 copies of Ask and 
Receive 

JACK CURTRIGHT 
SALES MANAGER 
4. B. CHANCE CO 
CENTRALIA, MO 


Dear Sir 

Please send us ten reprints of 
your excellent article “Ask and You 
Shall Receive” 

Mark B. SCHNITZER 

SALES MANAGER 
PLATT ELECTRIC § 
OREGON 


PPLY, IN( 


PORTLAND 


Dear Su 
Please 


ind Yo 


send 100 reprints of 
Shall Receive 
B. R. BAILEY 
GEN MGR 
PARAMOUNT INDUSTRIES ING 
FLINT MICHIGAN 
Dear Sir 
I noticed your article regarding the 
distributors’ reply to the 
manufacturers, which was distributed 
with the weekly “News Letter.’ 
Inasmuch as this is 
and the point is well taken, | would 
would 
for me to receive 100 copies 
P. W. Warp 
MANAGER, DISTRIBUTOR SALES 
KAISER ALUMINUM & CHEMICAL 
SALES, IN¢ 
CHICAGO, ILI 


electrical 


a good article 


appreciate it if you arrange 


Dear Sir 
I was very much impressed with 
and | would appreci- 
(Continued on page 118) 


your article 
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SELLING 


en a * 


<_ CHAMPION > 


~ 


thanks to 


CHAMPION LIGHTMANSHIP 


CHAMPION LAMP WORKS 
Lynn, Massachusetts 


A 
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CHAMPION 
lamps 


A reputation for dependable 
performance provides momen 
tum for a steady volume of lamp 
sales when you carry the 


Champion line. 


Advertisements like that shown 
here keep on building this repu 
tation among your customers 


month after month. 


And they're your cGustomers 
when you sell Champion —a line 


iasiie-ie me cem-1-1(-1e(-le mele) 6) (165 





and TRENDS 





PLAN 59 ~-Your Opportunity 


The electrical modernization potential is enormous. [t encompasses the 
ndustrial, commercial, residential, institutional and farm markets. It calls for 
practically all of the products you stock and sell 

With each passing year, the electrical modernization potential grows bigger. 
Furthermore, the rate of electrical obsolescence is accelerating in tempo 
with technological advances. For a truly dramatic case in point, witness 
new lighting tables of the Illuminating Engineering Society, based on 
Blackwell Report (EW—Oct. 58, p. 79). Even the more pedestrian electr 
advances, such as are occurring in the residential field, are piling 
potential at a quickening rate 

We wouldn't want to venture a guess as to the dollar size of the 
nodernization potential. No doubt 1 rms of yearly consumptio1 
terials, the modernization market is smaller than the new constructi 
Yet, in terms of opportunity, it must be far greater 

One of the pitfalls in editorializing on growth possibilit 
industry is that an awesome potential often obscures the 

narket place, particularly at the distributor 
ith some conviction, that profit » the 
better than the new construction market. The reason is obvious. Se 
need brings a better return than taking an order, which ts more 
case In supplying materials for new construction 

For the electrical distributor, the modernization market is not an occasional 

target; it’s part of a day-in, day-out business—whether it involy 


better motor control to a plant, new lighting for 


a house or the complete materials package for 
in a hospital 

In the year ahead, the modernization market is bound to be a bigger 
opportunity for you. This is particularly true for industry, where temporarily 
the drive to add new productive capacity has slowed down. The opportunit 
that remains in abundance is to press for the sale of modernizati 
ment to bring about a rise in productive efficiency 

Toward this goal, McGraw-Hill has created PLAN °59 to help business 
modernize now for growth and profits. The company’s 34 magazines ar 
participating in a coordinated editorial effort. EW’s contribution star 
page 57. If this suggests action on your part, you'll find an additional 
in the momentum that other modernization messages—directed at 


customers—are creating 


Now a Book 


[he Salesman’s Technical Notes series, which has appeared monthly or 
our pages since January 1954, will be available later this month in book forn 
\ hard-cover, 176-page reprint, entitled “Electrical Equipment Manual,’ 
corporates in a different format the first 56 installments 

This series is filling a basic reference need in the industry. [ts usefulness 
has been attested to by letters, comments, requests for almost 10,000 copies 
of an early reprint, and adoption of the series by several distributors as the 
basis for a within-the-house product training program 

We are happy to add new utility to the Salesman’s Technical Notes b 
making them available in a more permanent form 


nia — 


EDITOR 





A 


Fer The cost of installing motor control 
iS almost aiways greater than the cost 


of the control. That is why Cutler-Hammet 
engineering made “‘easier installation 
a key objective in the design of 
Cutler-Hammer Three-Star Motor Cont 
Compare the many outstanding 
design features of this contro] wit! 
other and see how you can get 


» | " writ 
done in iess time wi 


n less cost ts 
your customer when you | 
Cutler-Hammer Three-Star Motor Cont 
See your nearby Authorized Cutler-Hamme 
Distributor he stocks all needed 
| hree-Star Motor ( ‘ontrol Also, Write 
for the Cutler-Hammer Merchandiser 
Pub. EA-100-X-247, the handy motor contro 


selection guide. Cutler-Han me! 


Milwaukee 1, Wisconsi1 


CUTLER-HAMMER 


COnTRoe 


1 Loosen two cover screws and the wrap-around cover slides off 
exposing the entire starter mechanism. Captive cover screws 
stay in the cover no time wasted searching for lost cover 
Screws. 


2 Remove the entire starter mechanism by loosening three 
screws. Then the enclosing case can be easily wall or machine 
mounted. Embossed mounts insure a firm installation even on 
irregular surfaces. 


3 Once the case is mounted, conduit connections are easily 
made and wires can be drawn without any interference from 
the starter mechanism or case walls no skinned knuckles 
or damaged starters. 


4 Replace starter and wire Wiring diagram gives complete di 
rections, terminals clearly marked, and panel wiring color 
coded. Other plus features include straight-through wiring and 
front mounted adjustable overload heater coils. 


CUTLER-HAMMER 


Cutler-Hammer Inc., Milwaukee, Wis. Division: Airborne Instruments Laboratory. foreign: Cutler-Hammer International, C. A. 


Associates: Canadian Cutler-Hammer, Ltd.: Cutler-Hammer Mexicana, S. A.: Intercontinental Electronics poration, In 
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TOP OF THE NEWS .. . and its significance to you 





Recovery too Fast? 


Where Are We Headed? 


Copper—Up 


Steel—Up 


Production—Up 


Unemployment—Down 


Looking Ahead... 


Closing the Books 


Tax Laws 
for Modernization 





Business Recovery, now solidly, perhaps too swiftly underway, faces 
a new menace—inflation. Though some economists say that it is 
not present in the economy now, Washington is deeply concerned 
Questions of more government control are being raised. There is 
evidence of an inflation “psychosis,” but, according to a recent 
report, it exists only in the financial markets 


Ralph Cordiner, president of the General Electric Co., and head of 
the Business Advisory Council’s labor policy committee, declared at 
the council’s fall meeting, that compulsory membership in labor 
unions is their economic power. “It yields a monopoly of the labor 
market.” Other members of the committee asserted that increased 
union political and economic power would lead to annual wage 
increases that would spur inflation. 


Copper prices are climbing. In the United States, custom smelters 
raised their charge for the red metal by 12 cents to 30 cents a |b 
This is l-cent a lb. above the 29-cent level now being charged 
by major mine producers 


Steel production topped two million tons for the first time since 
October of °57. It is slated to edge still higher. The total is equal to 
74.8% of the rated 1958 capacity 


National production is heading for a new high, after rallying in the 
third quarter. Total output of goods and service recovered to a $440 
billion annual rate in the third quarter, $11 billion above the second 
quarter pace. Federal economists say the rate will reach $450 billion 
in the next few months. Top industrialists figure the gross national 
product will hit the $480 billion mark by mid-’59. This used to be 
the goal for °65 


Workers drawing jobless pay declined 48,500 in the week ended Oct. 
4th—the 12th straight weekly decrease. 

Top industrialists say the biggest threats to the economy are the 
political power of the labor unions and inflation. At a 3-day fall 
session of the Commerce dept.’s Business Advisory Council, eco- 
nomic specialists agreed that business will continue on upward well 
into ‘59. Uncertain areas would be housing and business plans for 
plant and equipment spending. 


See “Where Do We Go From Here?” on page 91 (News for the 
Industry). There’s a full report on the business outlook, as well as 
a special check-up on manufacturing capacity 


rhe U. S. Supreme Court closed the books on efforts by appliance 
and auto manufacturers to collect upwards of $500-million in excise 
tax refunds. The high court refused to review rulings by the U. S 
Court of Claims, saying that manufacturers must pay excise taxes 
on the full sales price of their articles—including the price of repair 
warranties—and are not entitled to tax refunds for the money they 
spend on parts and services in making good on the warranties 


New tax laws will make it easier for you to modernize. You can 
deduct for tax purposes up to nearly 37% of some modernization 
investments in the first year, and money should be easier to borrow 
now because of Congress’s encouragement to investors. See “What 
About Modernizing Your Own Facilities,” on page 81 

Kennecott Copper Corp., New York, and The Okonite Co., Passaic, 
N. J., announced plans to affiliate. The proposal is to be submitted to 
Okonite stockholders at a special meeting Nov. 24, and if approved 
would immediately take effect. Kennecott plans to continue the 
fundamental policies of Okonite. Flintkote Co. has arranged to pur- 
chase all the assets of Orangeburg Mig. Co., Inc., N. Y. 
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> ¢ og BEET As 
oa -Vi fed, ie 
FEATURES 


guarantee faster work, 
greater holding power 





Patented Feature — Wings 
butt together forming a truss 
rather than bearing against the 
bolt and permit easy tightening 
even under load. Wings hold at set angle. 
A special anti-turning prong on 
one wing allows you to position 
wings at any horizontal or ver- 
tical angle and prevents wings 


Other DIAMOND Quality Features from turning with belt during in- 


stallation. Saves time, tempers. 


ee 





bright zinc plating, corrosion and rust resistant. 


entire length of bolt is threaded for use on thick | 
or thin walls. | Eye-catching Package 


choice of bolt heads; round, flat and, in popular Helps You Sell More 


sizes, mushroom. Bright, colorful polyethy]l- 
’ : ss - ene package holds two 
wide range of diameters, 4” to 2”, lengths up Diamond Toggle Bolts, in- 
to 6”. + creases attention at the 
, point-of-sale. Complete 

packed in strong metal edge boxes, 50 to box all instructions on package to 


sizes except ¥g”" and %2” which are packed 25 assure every customer gets 
to box. | satisfactory results. 
other lengths and different heads available on 
special order. 
Diamond Spring Toggle Bolts assure maximum strength, Complete information and specification on Diamond 
easiest installation. With Diamond Toggle Bolts — Spring Toggle Bolts is contained in illustrated Bul- 
you're sure it’s secure! letin No. 7001. Write today for your free copy. 


EXPANSION BOLT CO., INC. 
500 North Avenue - Garwood, New Jersey 


Stocking Warehouses: Atlanta, Boston, Chicago, Dallas, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, 
Son Francisco, Seattle, St. Lovis, Washington, D.C. Also, Montreal, Toronto and Vancouver, Canada 
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NEW PRODUCTS 








Troffer 
57/p-in 


TION 


facilitates installa- 


de ptn 


in cramped ceiling areas 


} i wtf a 
® Day-Brite Lighting, 
SI Nlo 


Inc.. Louis 


Anchors 
Maker 


de signed 
contractors 


says fo new items 
y 


for 


ur are 


Ceiling Heater 

Extends 87/g-in from the ceiling— 
safely out of reach 
N 


specifically 


} VI 
! It I a 


fone, Inc., Cincinnati, Ohio. 


Pushbutton Enclosures 
Liquid-tight enclosures are 


igr 


Saic 


keep all tore elements out tight ' — Ava 


\ * 


tries, Inc., Dubuque, Iowa, 


«a | * 


Exits Lights 
Ne Ww 
hole f . of 


Mifg. Co., War- 


exit lights are 
\ kt i bh 
e keystone 
Mich. 


poro Ty 
ren, 


Lighting Fixture 

New quick disconnect lighting f 
can be installed and 
few seconds 


ix 


+ 
ure 


removed 


a w 


N\ 


VNI 
’ iillable 


+ vat mites ' vit e Prescolite 


e Crouse-Hinds Co,, Syracuse, N. Y.  Corp., Berkeley, Calif. 


12 


electrical 


Blackhawk Indus- 


Mfg. 


Outlets 
For 


USE r wiring electric 


and 
indoors and out 


ranges 


industrial installations— 


S 


\fult » % L nern 


Varies © Bell Elec- 
tric Co., Chicago, Il 


Service Equipment 

New of sé 
approved for a 
cable 


mine rvice 


equipment is 


uminum and copper 


v 


‘4 


Square D 


Co., Detroit, Mich 
Hospital Fixture 
soft diffused 


jing 


Prov aes room 


| ; tin far : 
iumina r rea examina 


tion 
\ 


t 


ise. © Multi Electric Mfg. Co., Chi- 
i 


cago, 


a 
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is appearing in leading electrical publications to 
help distributors sell more Blackburn products. 


Connect 
ssh COPPER 


i ie ; 


4 \ 
fi ER ee aaaee 


ae with ALUMINUM 


PAC-5 


ACSR 6—1/0 Cu. 8—1/0 


ee 
ACSR 8—2 Cu. 8—2 


on 
ELIMINATE CORROSIVE SOLDERS, VOIDS AND FLUXES ! 


copper connect 


tors 


satisitactory 
connect 


PAC-4 We 
(formerly PAC 6 There are many 
ACSR 6—1 0 Cu. 6—2 There are many satisfactory aluminum 
Blackburn’s PAC clamps combine the featur: 
good aluminum c snecter to give you the 
I I ten corrosion 


— 
ne : ; available. 
Our exclusive method (Patent applied for 
id specia ; estab- 


aluminum alloy arour 
contact 


istance 


resistant 
t low resi 


lishes an intimate 
solder. 
The copper liners, which cannot 
conductor establishing a good « 
The aluminum grooves surroun 
good aluminum cont 


rosive 


act 
and conduc 
sting 


Adequate contact surtace 
ld flow 


PAC clamps to insure long-! 
nections without setting up « 
action is inherent 
he avy St} ring 

tand temps 


in the de sign 


Spring : 
with an extra- ckwa 
nections which will with 
Hot dipped galvanized steel hardw 

catalog #PA( 


>on all but ¢ 
KLESALERS EVERYWHERE 


available 


AVAILABLE THROUGH 


WH 


ELECTRICAL 











FALLED FAST 
| AS ] © “Entrance Mast Kits 


etter from top to bottom 





FIVE, GOOD, REASONS, 


P fittin 
ile rire 


Slip-fitter service entrance head — | 
hten tu. ’ rew Tha s all 


parts to handle. Made of corrosion-resis 
AvailabdD I a full range Of sizes (Patent 
insulators — Reinforced, durable wel 
red to metal pipe mounting clamp 
uded, hot dipped galvanized Special V-gr 
mounting rigid 
Flexible Synroflashing— Absx 


‘ le iAProo! 
neoprene to absorb mast vibratic 


m due t 
Ihe mast can't work loose, damage 
Won't rot, pec 
Shingles fit easily over Synroflast 
ollar to mast for permanent, weathert 
L's 12 2 and 2 


a piace to seep 


flashing is available for 


Mounting brockets— Exposed part 


m alloy. Special shoulder eye fits flat against masonry 
h 


alumint 
acl 


or siding. Lock set screw gives additional grip. Brackets att 
to vertica service drop 








| studding on the house. Support entire 
Strain, eliminates weight and pull from rafte Half-inch by 
10-inch bolt, with 6-inch thread to meet installation require 


ment 
Offset reducer — ( orrosion-resistant aluminum alloy. Threaded 
fit 1'4 and 12-inch meter hubs to a 2-inch or 24-inch 


riser 


The better-made parts in a Blackhawk kit let you do 
1 fast and sound job on every service entrance mast 
installation. Saves you time, builds your reputation for 


lackhawk rove fel 
ndustries 
> 


where the new ideas come from 
DUBUQUE, IOWA 
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uMCON 


remote control switching with 
pilot-lite indication 


EASIER TO WIRE 


—s 
‘si | 





REMCON means simpler wiring 
separate low-voltage power source 
not have to be installed the atti 

basement, you simply hook the three wires 
of the relay to the three terminals of the 


switch It’s that easy! 


EASIER TO SELL 


REMCON 





a Built-in transformer means elimination of external trans 
unit control...Each relay in yrmer makes installation of 
the REMCON method operates ven one switch and one relay 
rf REMCON independently from and has practical 
on y no effect upon other relays 


Operates silently No annoy 


2. “Pilot-Lite” indication with- ing magnetic relay hum 
out using additional wiring or 
has these enatiaiia. Caluatbves Unique 6-volt method replaces 


REMCON “‘Pilot-Lite” relays heavy armored cable with 
light, pliable #18 wire, making 


and switches for standard. 


fe ature Ss © the “Pilot-Lite” circuit em- handling and stripping easier 
- ploys the same three wires and with only 6 volts at the 


used for wiring switch to switch, REMOCON is as safe t 


relay. use as the family flashlight 


Ideal for 3-way or 4-way Extra safety features built in 
switching. REMCON’s complete .cannot burn out if low 
flexibility means greater econ- voltage switch legs are shorted 
omy, broader application... for extended period 


f PYRAMID INSTRUMENT CORP. 


REMCON REMOTE CONTROL SWITCHING isi'iierrice toad, Lynbrook, New York 

















-}T1Tin 
At ddd 


to your customers 








NOW...MAKE UP T0 21.7% 
EXTRA PROFIT ON EVERY 
LIGHT BULB YOU SELL 


with New Westinghouse 
Eye Saving White bulbs 


o> a 
i , . . a, - » i | . Ae 
Nation-wide sales figures prove it! New Shape Westing- | EYE SAVING We Pp Westinghesae 
. ’ . y . a es unghouse EYE SAVING oe 
house Eye Saving White bulbs are the biggest sales and Westinghouse t EYE SAVING) C=" _—— — 
» — eve savin , WHITE LIGHT BULBS hie J aa < aa 
profit-builders in | ? en ten eter | 


6 
y rT 
consumers prefer their modern shape and built-in glare- — i Westinghouse 
oe ce EYE SAVING 
- 


ight bulb history. Bigger sales— because 


protection. Bigger profits—because you make 21.7 
extra profit on every 100-watt bulb you sell. For any 


dealer, that’s at least $3.00 more per case! 


Dealer demand is unprecedented, so order your stocks of 
60- and 100-watt bulbs now. Colorful cases, streamers and 
displays come free with your order. Call your local au- 
thorized Westinghouse Lamp Agent or write Westing- 
ouse Lamp Division l , ie ; 
houses Lamp I lvision, B oomfie ld, N., a FREE DISPLAYS: Specify the 


you order 


uminated 


or Ainghoune 7 


ae 


HARDWARE STORE: “‘. .. ; are out- SUPERMARKET: ‘‘. . . sold 14 cases of the 


up 80% since we put up our display”’ selling old style better than two to one.” new shape bulbs inthe first three weeks.’ 
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Zz 
4 Saale 


you CAN BE SURE...1F ITS 


Westinghouse 


DRUG STORE:“‘... put new life in my light bulb business. 
Now selling half again as many bulbs of all kinds.” 
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. 
Oe 


You show these new range and 
They’ll sell themselves 


New! Flexible flat parallel heavy duty cable — rubber-jacketed. 

Stronger! Blades locked in molded-on plug 

Even better! Conductors crimped and soldered to blades 

Modern! New, streamlined plug design 

Complete! With adjustable, one-piece strain relief — ready for installation 
Easy working! Flat construction for maximum flexibility 


Popular sizes! UL listed range cords available in 36” to 72” lengths for 35 amp. and 
50 amp. 250 volt services. Dryer cords in 36” to 72” lengths for 30 


amp. service with L-shaped grounding blade 


Packaged to sell! Either individual boxes or in bulk packing with individual attractive 


sleeves 


ROYAL ELECTRIC CORPORATION 


an associate of International Telephone and Telegraph Corporation 


PAWTUCKET * RHODE ISLAND 


SL eecrETe For complete catalog material and prices, 


an associate of uh 





see your Royal representative. 


— 


CaPs AND 
CONNECTORS 


+ 
! 
| 
| 
| 
1 


WIRING DEVICES 


Royal Range (Cat. No. 606) 
and Dryer (Cat. No. 607) 
Receptacles provide coordina- 
ted styling in black or ivory — 
they're natural companions to 
the new flat parallel heavy 
duty Range and Dryer Cords. 
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Tape it easy, Mac! 





Gold Seal Tape sticks tight in any weather 


You can do a first-class insulating job — easier and faster — 
with Gold Seal Friction Tape. It tears evenly, conforms 
readily to uneven surfaces, sticks tight in any temperature 
under all weather conditions. And one thickness insulates. 
For lasting “tack”, for all-around insulation protection, 

ask for Gold Seal Friction Tape. Made by Jenkins Bros., 


Rubber Division, 100 Park Avenue, New York 17. 


Gold Seal * Rubber + Plastic Tapes...Commercial and Specifications Grades 
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A standard cable for every special job 


e Asbestos Wire and Cable e Varnished Cambric Cabie 
e Mold Cured Portable Cord e interlocked Armor Cable 
e Shovel & Dredge Cable e Special Purpose Wire & Cable 


e Paper & Lead Cable e Aerial, Underground and 
Submarine Cable 
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Ends costly pipe-fitting work... simplifies future expansion 


| = Armorlokt-the cable with 


its own built-in flexible conduit! 


Tiger Brand Armorlokt Cables are insu- They permit wider latitude " 


lated conductors encased in a flexible metalli especially in the expansion or modi 

armor which is applied at the factory. Thus industrial plants or the re 

vou get conductors and conduit in a single rite ery Inst illed overhead 

grated unit. And Armorlokt has a greater cur- Armorlokt Cables are out of the way, yet they 
rent-carrying capacity than conventional wire are readily accessible f ng, re 

in rigid conduit. maintenance 

Their light weight, sma!! diameter and flexi Tiger Brand Armorlokt Cables 

bility make them easy to handle—even in long able in a complete range of siz 

lengths. Costly pipe-fitting work is eliminated tions. Just ask vour AS&W salesman. Or write 

Compared to rigid conduit installation, Gmect to American Steet & Wire, 6i4 Supe 

= ae ; Ave., N. W., Cleveland 13, Ol 
Armorlokt cables save 55% to 75% in space 
ind can be installed in about half the time 





American Steel & Wire 
Division of 


United States Steel 


Columbia-Geneva Steel Division, San Francisco, Pacific Coast Distributors * Tennessee Coal & tron Division, Fairfield, Ala thern [ 
United States Stee! Export Company, Distributors Abroad 
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SWITCH AND OUTLET BOXES 


Have all These Quality 


Aduasdagfe 


Clean-cut knockouts — easily removed 


Wide-slotted screws with tapered 
points for easy starting 


Deep, clean-cut threads on screws 
and tapped holes 


Smooth edges — no burrs or slivers 
Made of heavy gauge steel 
Uniformly bright electro-galvanized finish 


Engineered to exceed local and 
national code requirements 


WRITE FOR CATALOG TODAY 


PAY 
J—<co 





A RACO BOX FOR EVERY NEED 


ALL-STEEL EQUIPMENT INC. Aurora, Illinois 
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Ue Ballast Uhat Thinks | 


ADCS YEARS YO SALLAST LIFE 


=) ed) k= 
A NEW ERA IN 
FLUORESCENT 
LIGHTING... 


Years of diligent research and testing 
have resulted in the development of 
ADVAN-guard .. . the first major develop- 
ment im /fluorescent lamp ballast design 
since the| introduction of the fluorescent 
lamp. 


ADVAN-guard . . . a thermally actu- 
115¢ 5—6 YEARS . ; 
ated automatic reclosing protective de- 


vice, adds years to ballast life by prevent- 
ing ballast operation at abnormal tem- 

2%—3 YEARS peratures. ADVAN-guard is sensitive to 

voltage and current as well as tempera- 
ture and protects against excessive voltage 

1%—1% YEARS supply . . . internal ballast short circuit- 
ing . . . inadequate lamp maintenance 


improper fixture application and elimin- 
ates the need for individual fixture fusing. 








105% 10—12 YEARS 



































Full ballast life depends on maintaining normal in- oe 

ternal operating temperature of 105°C. For each To assure maximum protection for 

10° C. increase in temperature ballast life will be cut sce y x installs Ss. provide 

ic elk REPRE dein qecvente chmomnal epeceting fluore cent lighting installations, prov ide 

temperatures and assures full rated ballast life. ADVAN-guard Fluorescent Lamp Ballasts. 
Write for detailed literatur 


ADVAN-guvard is listed by Underwriters Laboratories, Inc. 


ININVNO Mnaaaaaaagampe 7% icelel He Lephting Induiny 


TRANSFORMER (0 
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Electric Heating-torced Air Heating- 
Nae Baseboard mand Qo Unit! 


in electric heat 


Mr. Contractor, he: 
he home-owne 
Out 
R&M-H 
R&M-Hunter fF: 
Get the full profit 
Bas eh I H 


( 


PROFIT WITH THESE OTHER R&M-HUNTER QUALITY ELECTRIC HEAT PRODUCTS 





Automatic Recessed , Baseboard 


Wall Heaters 
Heat 


Sections 





and 


Accessories 





( 


HUNTER DIVISION-ROBBINS & MYERS, INC 
2650 Fris Mempt Ter 
aL Tj P i ¢() 


HUNTER 
lt Mateh food! 
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HUNTER ELECTRIC HEAT. 





Wholesalers who stock and sell Whitney 
Blake DYNAPRENE Portable Cord find 
new markets open to them with other WB 
products purchased by industry, 
institutions, municipalities and others... 


It's worth investigating. 


DYNAPRENE Portable Cord provides 
premium service to your customers at a 
price that is competitive yet provides 


a comfortable margin of profit. 


Write today for this 


complete catalog 
... free of course. 


WB 


Well Built Wires Since 1899 





( WHITNEY BLAKE COMPANY 


> eee wer ' a] 





N | 
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NEW WIRING DEVICES FROM Rodale 


422 
Ss : 
, Jouchette 


First and still the best- 
The only patente 
ytton tO" ch 


990 
SLUMBER-GLO 
Plug-in Night Light 


ght light os close 


The ni 
t recep- 


as the neores 
e—now ina choice 
blue, ivory. 
unt- 


tacl 
of rose, 
brown. Vertical mo 
Rodale exclu- 


ing: 2 
UL listed. 


sive. 





993 
SAFETY-GLO 


practical. easy 
to-operate * afety 
light. With or without 
switch, ideal for hos- 
pitals, theaters, hotels, 
commercial buildings- 


UL listed. 





Designed for Quick”. 


The “Forward-Looking” Approach: that's what we call 
the new Rodale wiring devices. Some, like the Grounded 
Cube Tap, are Rodale “exclusives”. Some, like Touch- 
ette, were the first of their kind on the market. All have 
been designed, tested, re-tested and perfected to save 
on-the-job time . - - make installations quicker and easier. 


n Chicago and Los Angeles 


warehouses 1 
es in all principal cities 


- representativ 

































_. Trouble-Free Installations 












470 


COMBINATION 
DEVICES 











Single pole switch and 

'T” slot receptocle in- 
dependent of each 
other on same circuit 
or receptacle can be 
controlled by switch. 
UL listed. 


eee 
eeeeer eee eeees 
. 


patent 
applied tor 


UL listed, 
CSA approved 


482 


GROUNDED 3-WIRE “U" AND 
PARALLEL CUBE TAP 
A Rodale exclusive. The economical way to 


convert a single 
grounded recepta 
ch 
approved grounded 3-way sai eet 









eee 
eee ere e890 88006 6-8 
ee 


798 
. Soo 


HEAVY DUTY GROU 
NDIN 
CAP AND CONNECTOR” 


Connector: u:s. Pat. No. 2,795,767 


H 
oe a all- rubber connector body has 
; ed concealed slot reinforcements t 
— incorrect blade insertion. Cap An 
note with other 3-wire parallel 
ed devices. UL listed, CSA approved 












f 


ust About Any Job. Hundreds © 
st any size or type of job... all 
ou a better profit picture - - - 
Electrical Wholesalers. For 
ature on the new Rodale 
why not write 


A Complete Line For J 
wiring devices for almo 
scaled low in price to give y 
all sold exclusively through 
further information and liter 
wiring devices OF the complete line, 


Rodale today? 


manufacturing Co., inc. 


odate /::: W11, emmaus, pa. 
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IT’S BUILT RIGHT- 
IT WORKS RIGHT- 
IT’S PRICED RIGHT 


Many electricians are now using this amaz knuckles or wire ‘‘pretzel’’ bending 

ing Cutler-Hammer 4151 Midget Safety It works right—Cutler-Hammer’s 4151 

Switch wherever low cost circuit protection Midget Safety Switch has solid silver, 

and control of electrical equipment is re double break, butt type contacts. Silver 4151H201 30 Amp, 
quired . oil burners, air-conditioners, contacts will outlast contacts of copper or 2 Pole; 2 Fuses. 
fans, automatic washers and dryers, home bronze. Double break contacts have greater 120/240 A-c. 4° x 5% 
workshop power tools, blowers, and stokers contact area and halve the arc voltage 


The Cutler-Hammer Midget Switch | | 


are typical examples. Try a 4151 on your Butt type contacts meet face-to-face and 

next job and you will agree this midget receive only a fraction of the wear common F ry ~ 4151H341 30 

safety switch is built right, it works right, to other designs : Amp. 3 wire 

4? . ° “a ” § S/N; 2 Fuses 

and it’s priced right. It’s priced right—The 4151 is a quality : Re 490/240 A-c 
It’s built right —Everyone is quick to ap- safety switch, yet the price range is the | ‘ 4°x5%"x2Y% 

preciate the 4151’s compact design, but of same as the cheapest switches made z @ List: $6.50 

equal importance is its ease of installation Order your 4151 safety switch from your “ 

The one piece switch-and-fuse unit is re- nearby Authorized Cutler-Hammer Distrib 4 

movable by two screws for 3-point mount- utor today, or write for the Cutler-Hammer ‘HA 

ing of the enclosing case, speedy conduit Merchandiser, ES-100-W-247 the handy _ . Fi 

connections, and wire pulling freedom. All selection guide. CUTLER-HAMMER z 


terminals are out-front . .. no more skinned Inc., Milwaukee 1, Wisconsin 
| a 


CUTLER-HAMMER 


Cutler-Hammer Inc., Milwaukee, Wis. Division: Airborne Instruments Laboratory. foreign: Cutler-Hammer International, C. A. 
Associates: Canadian Cutler-Hammer, Ltd.; Cutler-Hammer Mexicana, S. A.; Intercontinental Electronics Corporation, Inc. 
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HOW “CONVERSION” IS WINNING NEW 
CUSTOMERS FOR "gq, DISTRIBUTORS! 


4a } aa 1 , r y 
Conversion” is the word we've been using at KW to 

sum up the objectives of our new aluminum conductoi 

ads. These ads are working three ways to win new cus- 


tomers for KW distributors: 


% Conversion Ads demonstrate the advantages of 
converting from copper to aluminum . develop- 
ments that have made aluminum as easy to work 
with as copper, light weight that simplifies handling 
and installation, lower cost that results in dramatic 
savings! (These ads also show the unmatched quali- 


ties of KW insulation. ) 


% Conversion Ads concentrate on outstanding alu- 
minum products that have a proved and growing 


profit potential for distributors. 


%& Conversion Ads reach your most important 
customers... the thousands of electrical contrac- 
tors and industrial users who read Electrified Indus 
try, Qualified Contractor, Electrical Construction & 


Maintenance. 


Added up, these ads will create—this year—a total of 
419,598 reader impressions through the influential trade 
publications named above. That’s powerful support for 
KW distributors who are out to \ w customers! 


enacts i, ose atten iane?’>. 
prem. costs W (and who isn’t? ) 


nut, WIRE 

yw BURN ¥ | | | | 
\" If you are not now a KW distributor, call the Kaiser 
Aluminum sales office listed in your telephone directory 
and get all the details of this customer-winning KW dis- 


tributor program. 


KAISER 


ALUMINUM 
IF IT CARRIES CURRENT, Ke CARRIES IT! 


Kaiser Aluminum & Chemical Sales, Inc., Exec- 
utive Office, Kaiser Bldg., Oakland 12, California; 
General Sales Office, Palmolive Bldg., Ch 

11, Illinois. 


) 


\ 
— 
—_ 
— 
MUNN 
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USES NO CABINET SPACE 
FINEST FINISHES ; 
CERTIFIED PERFORMANCE . 
UNIQUE DESIGN 
3 HOOD STYLES 


The SHEFFIELD ! The CONCORD 


Ask your wholesaler or write us for complete information 
true - Wise A Mf tes, SU, 7755 PARAMOUNT BLVD., DEPT. EW, RIVERA, CALIF 
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Don’t miss out on proft ts 


ve 


Connectors 
ake 675,000 advertising 
ecronces this yeor to help you 
these 3M Electrical Products!” 








LE 


: 


= 
oO 

~ 
~ 


# a 
“SCOTCHCAST” SPLICING KITS ~~ “SCOTCH” No. 27-tope - “SCOTCHFIL” Putt 





3M’s line of electrical splicing products gives you extra profit 
opportunities because it is the only line to meet every customer's 
needs. In addition to famous “ScotcH” Brand No. 33 Electrical 
Tape, it includes such extra-margin profit builders as “SCOTCHLOK” 
Electrical Spring Connectors, the revolutionary “SCOTCHCAST” Splic- 
ing Resins and Kits, “ScoTcHFIL” Electrical Insulating Putty, and 
“SCOTCHKOTE” Electrical Coating—extra sales opportunities all! 
And 3M is also the only line to give you the services of a full-time 
experienced technical representative in your territory who writes 
orders full-time for you—is ready to give you help or advice on any 
insulating or tape engineering problem. 

Remember, it’s the extra items and extra service in the 3M line 
that build extra profits for you! 


3M Electrical Products 
Le —N 


Minnesota ]Yfinine ano ]JANuracturinG COMPANY 4% y 


Vv 
++ WHERE RESEARCH IS THE KEY TO TOMORROW SN yy 
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ONLY 8 STANDARD BINS hold all the “SCOTCH” 
Brand Splicing Materials for splicing any type of 
coble material manufactured today! 








give this 
- 
trade-in fj ~~ settle for an 


at ) ordinary 
voltage tester? 








expense 


The AMPROBE Jr. gives you so much 
more f 


Right now and all through 





autumn this ad tells customers 


how they save $2 at your store. 


FIRST TI 
Here’s the deal: + 
You allow $2.00 towards the lar ge-sca sers of AMPROBES 
purchase of a new Safety- the AMPROBE ] 
Yellow Amprobe Jr. for every SAFETY YELLOW 
voltage tester your customer with standar 
turns in! We pick up the tab 
for the $2.00 and bill you less ALL THIS AND A GENEROUS TRADE- 
your standard discount when IN PROGRAM TOO...that’s right 
you order replacement units. : 1) ot 


ou can et all this and an t 
See your salesman for im- 5? 68 dividend fer war Ghd valen Am robe Jr 
portant tie-in posters and ican wines alt whine de te a . 
Pitch-Pak with 6 ‘'Safety 


Yellow” Amprobe Jrs. And ERE: eee chan aeatiiaiaes Snap-around volt-amp tester 


see him soon. listributor is prepared to cre 3/985 


ise of a new SAFETY-YELLOW 
\MPROBE Ir. for your old 


ster. So don't 











it vour nearest AMPROBI 


tor for the best buy PYRAMID INSTRUMENT CORP., Lynbreek, New York 
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Sola specialty transformers solve 


line voltage variation problems... 


FOUR product lines 
to stabilize voltage 
for lighting, electrical, 


and electronic equipment 


ANT WATTAGE BALLAST | 


POR 

Constant Wattage Mercury Lamp Trans- ‘4 wae 

formers (illustrated he right) are rap- ¥ — 
accepted standard by 

The reason 


yr 


AN 


lis transi 
nches high 


and all Sola ballasts — 
and cost no m 


ore than 
types You won't 


nave 
n-m iandise problem. Your 
customers won t Nz 


tea? 


4 1 1 
call-pDacks to the iob 


and model] 


Indoor is fol ll 


all popula 
lamps just write te 


Constant Wattage Fluorescent Ballasts for Constant Voltage Tr I 1 Constant Voltage 
9 
positive starting of indoor and outdoor tion P | equipmer outputs in the 
lighting quiet full rated lumen tabilize output voltage within tior l witl 
yutput ver oO ballast, for whict vith line fluctuat up to +15 as) for p 
‘BM specificatior xists is CBM certified to inst no mechanical adjustment iC 
ipid-start nd instant tart type r renewable part 


ansformers for 


of elect and electrica 


oc 


Power Supplies 
r t f reg 
10 


‘ 
+35 oad 
10 tube 


Sola Electric Co., 4633 W. 16th. St., Chicago 50, II! 


Bishop 2-1414 « Offices in principal cities * in Canada, Sola Electri 


c (Canada) Ltd., Canmotor Ave., Toronto 14, Ont 


MERCURY LAMP TRANSFORMERS FLUORESCENT LAMP. BALLASTS 
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Diamond has all 


portable cords 


Red-D-Prene Biack Diamond Signal Yellow 


Rubber Sheathed pia 
rh 
oC 

> . 

\\ 


Neoprene Sheatt 


Red-D-Prene for mil 


flame resistant Tvpe MD (M 


Black Diamond 


cids and oisture. Ve flexib 


Signal Yellow has. 


ha sm sheath w 


ORDER FROM DIAMOND TODAY! 


WIRE and CABLE Company 
Sycamore, Illinois 
WAREHOUSE BIRMINGHAM ALABA 
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wide choice of Cluster-Lites 
ister-Lite I mp Holders ar 


For any outdoor lighting problem 
choose from the widest line of all ~ Revere’s 


necessary of course on 


No two outdoor lighting problems are alike. To solve Engineering help is not 
them all efficiently, access to a great variety of lighting Cluster-Lite sales. However, Revere lighting engineers 
equipment is a must. That’s why Revere offers you the are fully competent to help you with your customers’ 
widest line of outdoor lighting available, from simple special lighting problems. Your customers get on-time 
Cluster-Lites to fixtures for highly engineered lighting delivery of fixtures for incandescent, mercury or fluo- 
The complete Revere line makes it pos rescent lighting, as well as hinged, rigid and separable 
sible for you to provide the one best solution to any poles and accessories 

outdoor lighting problem. You can select all perfectly Write for catalog of Revere’s complete line of matched 
ind save on ordering and pricing. outdoor lighting equipment 


ee ~ eS eee 


Revere Electric Mfg. Co. © 7420 Lehigh Avenue ¢ Chicago 4 is (In suburban Niles 
Chicago Phone: SPring 4-1200 ¢ Telegrams: WUX Niles 


applications 


matched components, : 


Long Distance Phone: Niles 7-6060 e 


In Canada: Curtis Lighting, Ltd., Leaside, Toronto, Ontario 
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fast, easy 
seller 


FIXTURE HANGER © 3i°2e%. 


FULL ADJUSTMENT 


360 


® Exclusive friction-ring suspension rotates 


all the way around 


types — one for 
“Three 


© 10 different receptacle 
every job requirement—exciusive 
Sixty"’ feature 


® Bright Cadmium plated overall 








SAFETY BRACKETS 
Models with suffix “X 


1 ‘ 
For every 
fixture position 


* Aligns fixtures instantly, at any angle— 
with just a twist of the wrist 


permits 


* Simplifies engineering design 
hooks 


hanging two or four chains, or *'S 
from small, compact arms 


provides 


neat, attractive installation. 


Contractors will be asking for this new 
Ideal-Simplet ‘‘Three-Sixty” Fixture 
Hanger. It gives them a faster, smoother, 
easier method of hanging any type of fix- 
ture on standard outlet boxes. 


In addition, Ideal-Simplet has a complete 
line of conduit fittings and electrical spe- 
cialties for Contractor, OEM and Main- 
tenance use—supported by national adver- 
tising, direct mail, literature and catalogs 


WRITE FOR DETAILS 


Get the facts on how to introduce the 


to your contractor friends NOW, write.. 


@DEAL) SIMPLET FITTINGS, INC, A Subsidiary of Ideal Industries, Inc. 


1047-K PARK AVENUE, SYCAMORE, ILLINOIS 
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if fy 
(ry, Pe 


When you and your customer are... 


Face to face with a selling decision 


When you stock Rome’s FiexAll 


Easy Storage 


National Advertising Support — |! 


ROME CABLE 


Cc 2 = SS eS he hCUT l O N 
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FOR SAFETY'S SAKE 
BUY 
VAGCU- BREAK 


There’s a big difference in safety switches—a difference 





between maximum safety and halfway safety—low 






maintenance and excessive maintenance. These differ 






ences are readily apparent when you look at the design 
and operation of the BullDog Vacu-Break Clampmatic* 
Safety Switch 






} ee ee. eam HEAD 


THE VACU-BREAK: Contacts are housed inside compact “TY Ba : CLAMPMATIC SPRING 


arc chambers which have very little air space. When 








aa J 





contacts are “broken” under load, arcs can’t build up 
because of the lack of oxygen. Pitting and burning of MOVABLE CONTACT SLUG 


the contacts are reduced to the absolute minimum 









Maintenance is virtually eliminated 





POSITIVE SWITCHING: For positive safety, the Vacu 





Break switching mechanism does not rely on tricky STATIONARY LOAD SIDE JAW 


toggles or springs to trigger the disconnect operation 







The operating handle is directly connected to the con 
tact heads by means of a sturdy metal rod. Push the STATIONARY LINE SIDE JAW 
handle “OFF” and the switch is off! 











Vacu-Breok heads are connected directly to the switch handle. No toggles 







or triggers no tricky springs. No danger of switching failure, either 


the 





One of several exclusive BullDog Vocu-Breck features that set 





performance stondards for the industry 








“Centralized stock control 
helps us sell” 


Meet Gordon Berry. 


i distributor who uses centralized 


ized stocking the complete central inventory 
All 


The 


We author 
package suggested by the manufacturer’s local man 
WESCO branches stock the suggested package, too 
Atlanta branch is one of seventeen locations in the South 


eastern District. As part of the stock control program, we 


maintain a record of stock on hand. When an order is 


placed by Atlanta for some other branch for an item 


Atlanta branch Manager for Westinghouse Electric Supply Company 


stock control to up sales of electrical signaling products and chimes 


(WESCO), 


temporarily out of stock, our district order supervisor 
checks all branch inventories and has the item shipped 
from the branch where the stock is located. Then it is 


reordered from the factory. This gives terrific service 
on the unusual items and helps the branches move them, 
but the primary advantage is the speed with which we 


can fill orders.” 
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Here’s the 
suggested 
Edwards 
Distributor 
stock package 












r. e Industrial Push Buttons 
Berry (above left) discusses “Adaptabel” stock with Edwards Atlanta District 

Manager, Bill Pierce e Surface and Flush 
Push Buttons 



















e Industrial Bells 
and Horns 


‘This centralized stocking program 
definitely makes it easier for me to 


sell.” savs WESCO salesman, Leerie 1 














e Buzzers 


Jenkins (right I can always promise 









fast delivery out of stock—this means 


e Signaling Transformers 







plenty to contractors who are sometimes 
® Chimes 


sensitive about delivery deadlines Take 





































plant modernization programs; if you e Residential Fire Alarms 
Vant to mak the sale. you've got to “ h 
strike while the prospect is hot. They e Light Duty Bells 
int delivery while the program is un e Door Openers 
derway—some tuture date isn’t any help 
sea : e Desk Pushes 
With the centralized stock control sys 





e Annunciators 


tem. | never have to worry about some 





item being off the shelves when I need it 





e Transformers 






and don’t overlook the potential of 





gars peo 





Edwards Protection, Communication, 
and Control Systems. Your local 
Edwards representative is always 
available for technical aid in selling 
and installing them. 














0 Industrial Fire Alarm 
and Protection Systems 






C2 Clock and Program Systems 
C1 LOKATOR® Paging Systems 







0 In-and-Out Register Systems 













0 Industrial Annunciator 
Systems 







“One of the best features of this stock 
ing program is the help we get from the 


manufacturer. The local Edwards sales 0 Communication Systems 













man works with us, studying our opera ll RS 2s ee ae 
yn before wor g > the ggested Geceteeeneniny 
tor etore ( rking up the sugs C a lhe Edwards Company believes = ) 
stock packages. He monitors our stock | that distributors have an important, EDWARDS 
situation, reviewing it periodically and but sometimes under-rated job to do 
arranging re-orders as required by our the electrical industry. Often we Set. Ee pss = 
rur men in t ew. fil Specialists in signaling since 1872 
as un across men in distributing like - 
sales.” In photo above, Berry and Pierce 
' k the WESCO Atl Gordon Berry of Westinghouse DESIGN * DEVELOPMENT * MANUFACTURE 
ic tne SC ( tlanta Catalos 7 = . = 
ee : Electric Supply Company who are Edwards Company, Inc., Norwalk, Connecticut 
rack file * doingtheirjiobverywellindeed.We're * (in Canada: Edwards of Canada, Ltd, 
glad to be able to relay their ideas ° Owen Sound, Ontario) 
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It takes 
just a 


/” handful 


LOCK-TITE CONNECTORS 


eal 
é fv 


to tap...terminate...or splice 


on all your jobs 


Easy installatien using ] 
only a standard key 
wrench, 


Fitting operates on 2 
screw-and-saddle prin- 
ciple. 


Built-in lock washer 3 
keeps fitting tight. 


Serrated saddle and 4 
body for better grip. 


Force applied here is 5 
greatly multiplied by 
leverage screw .. . 
gives tight all-around 
grip on cable. 


T & B designed sad-6 
die securely holds 
large cables or small 
cables of all types. 


T & B Lock-Tite fittings are engineered for long 
service... they cost you less to install— 
be sure to use them on your next job. 





LOOK FOR THIS SIGN — ——eckeeberehtcdeeeted 


LOCK-TITE LUG 


One-piece design holds all 
kinds of conductors: solid, 
stranded flexible, extra flexi- 
ble, hemp core, rod, and tub- 
ing. Uniform all-around pres- 
sure means high conductivity. 
Only 7 sizes handle all cables 
from #4 solid to 1000 MCM. 


LOCK-TITE TEE-PARALLEL TAP 


A versatile, one-piece fitting 
for use as a tee, parallel, elbow, 
crossover, two-way, or reduc- 
ing connector. Hinged top 
hooks over the “main”... lower 
opening holds the “branch”. 
Only 13 sizes connect all com- 
binations of “main” cable (1/0 
to 1000 MCM) to “branch” 
cables (#2 to 1000 MCM). 


LOCK-TITE TWO-WAY CONNECTORS 


Neat and smoothly-rounded fit- 
tings for end-to-end connec- 
tions. Cables are held by indi- 
vidual overlapping, serrated 
saddles. Each connector takes 
several cable sizes—you can 
use it as a reducer. The com- 
pleted joint is small, stream- 
lined, easy to tape. Only seven 
sizes handle all cables from #4 
solid to 1000 MCM. 


TWO other handy, T & 8 
pressure connectors 


WindOn JUWIOR TEE-PARALLEL TAPS 
one-piece connec- 
mall branches to 
1 e mains. Self-adjustin’ 
_ grip main an — : 
cables all around. To ma o 
“a tap, just bend the oor 
wire at right angles. rs. 
easily with only a screw —— 
Twelve sizes connect @ ar 
binations of mes ae 
MCM) to 
‘‘branch’ ’ 
wires (+ 14 
to #1). 


Compact, 
tor taps * 


LugiTs — Quickly tact 
minals for small —, a 
ble thickness at the a. 
locks the screw in place. ro 
per tongue is — 
positive gmp on cable (s ~ 
#14 to 4/0)- Screwdzi¥ 


tightened. 


& 
> 





IT’S THE MARK OF AN AUTHORIZED T & B DISTRIBUTOR 


The complete line of T & B fittings for 
recognized electrical wholesalers 


onductors and raceways 


it's our 


s sold only by 
of assuring you the service and savings 


of a friendly local source. Cali him for ali your electrical needs 


THE THOMAS & BETTS CO. 


INCORPORATED 
20 Butler Street * Elizabeth 1, New Jersey 
Thomas & Betts itd. Montreal, P.O., Conoda 
MANUFACTURERS OF FINE ELECTRICAL FITTINGS SINCE 1898 
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here's 


QUALITY 


you can Prove...at a 


Avlt ' t t 


me Alia ileliilehile 


Mu yosition ventilate 
/ W eatherl« s Tabticliiehitels 
you Can SELL: f ils, cel ° or cabinets 
5 eee naam Pena any probler tha srise 


Featuring the “NEW LOOK” 


in CONTEMPORARY DESIGN 

te) ?) 48 
Sell the ‘‘New Look” in ventilators . . . engi- 842 
neered to Ventrola's famous high standards 8-inch 
of beauty, performance and dependability. 
The entire line of these superb ventilating PrYey >) 41 
products will spell EXTRA profits for you be- 1052 
cause they're EASY TO SELL. . . EASY TO 10-inch 
INSTALL! 


, 


All units designed for easy removal of 

grille, motor and blade assembly for clean 

ing and servicing. Fully guaranteed for : 

casas UL and 
RANGE HOODS at 

approved 

IN 3 PUSH-BUTTON @) 
CONTROLLED SERIES S 


The 1400 Series 


Solid top hoods 


Twin blower range & —S 


hood ventilators 
RAFT SHUTTER 


“AS REFRESHING AS THE GREAT OUTDOORS” 





Ventrola Manufacturing Co 
Owosso, Michigan 


VENTROLA 
MANUFACTURING 
COMPANY 


oh £eh-t te Pa lied. lier). | 


Please send catalog of Ventrola products 
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ANACONDA 
DURASHEATH CABLE 





Anaconda Durasheath rubber-insulated, neoprene- 
jacketed power cable and Anaconda splicing kits were 
made for each other—and for you. Together, they 


make your wiring job easier, faster, more economical. 


Anaconda Durasheath. First, Anaconda Durasheath 
provides a superior-quality power cable with a proven 
record for safety, dependability, long life. Its flexibil- 
ity and its versatility can effect important savings in 
your installed-costs budget. 

A special abrasion-resistant neoprene jacket makes 
it possible to install Durasheath three ways: aerially, 
in ducts, or underground . .. in continuous runs with 
minimum splices. Durasheath’s light weight permits 
use of lighter supports . . . longer spans. 

Anaconda Accessories. Where splices are necessary, 
Anaconda Accessories — all fully engineered by cable 


experts — come into the picture. For in an Anaconda 


Jointing Kit vou have every item you need for a single 
splicing job. No time lost assembling the necessary 
materials —or going back for forgotten items. The 
job is simplified, takes minimum time. In addition, 
responsibility is concentrated because your cable and 
your cable accessories have come from the same 
dependable manufacturer — Anaconda! 

See the Man from Anaconda today about Dura- 
sheath power cable (5 kv., 15 kv. and higher ) and 
Anaconda Jointing Kits. Write for Catalog C-79-13-14 
on Anaconda Accessories or Catalog C-79-6 on Ana- 
conda Rubber-Insulated Power Cable. Anaconda Wire 


& Cable Co., 25 Broadway, New York 4, N. 
























MONEY SAVINGS 
TIME SAVINGS 

EASY INSTALLATION 
SURE CONNECTIONS 


PROVED 
ad od 


CONCENTRATED 
RESPONSIBILITY 


ANACONDA 
FULLY ENGINEERED 
heii, pal. ici @ke-) 


ANACONDA DURASHEATH ALL-PURPOSE POWER CABLE 
Availabk tis miei iia 


» BOOT 15.000 lt ul hicher 
Insulations: [ype KITW. Ar 


I por 
Jacket: Sp ly 
fl rie | 


SEE THE MAN FROM ANACONDA 


Site 
“orer® FoR DURASHEATH AND ACCESSORIES 





- 


Modernize Electrical Distribution 


For more economical operation 


increase feeder capacity and efficiency 
by transmitting at a higher voltage 


To step down the higher distribution voltage to Quietest Operation 

utilization voltage in institutional, commercial and SORGEL sound-rated dry-type transformers are so 
industrial buildings it is important that high effici- quiet in operation that there is no disturbing hum 
ency transformers are installed at load centers. They are particularly adaptable for installation in 
SORGEL dry-type transformers are the most prac- hospitals, schools, office buildings, stores, and buildings 
tical for this purpose. They require little or no 
maintenance; no liquid to check or replenish; no vault 
required; small and compact; easy and economical to 
install. Sorgel dry-type transformers provide the 


where sound level is an important factor as well as 
industrial applications. Therefore, they can be in 
stalled in almost any convenient place, inside of build 
ings, close to the load center. This results in shorter 
highest efficiency, which reduces operating costs feeders, better voltage RNR, Sere SEMEN ee 
tribution, and lower wiring cost 
Easy and Low Cost Installation 
All self-contained in a single unit either single phase 
or 3-phase with simple connections to make. No 
separate mounting brackets or junction boxes to make 
or buy. Substantial wall brackets, with slots for bolts, 
or floor mounting base, are an integral part of Sorgel 
transformers. Roomy connection compartment with wide 


High Efficiency and Full Capacity 
SORGEL transformers are guaranteed to carry the full 
rated load continuously at high efficiency. They are so 
liberally designed that they can carry an overload dur 
ing an emergency at a safe operating temperature 


Complete Line for Every Purpose 
These transformers are available in a large variety 
of sizes and types for every purpose. '4 Kva to 
3333 Kva single phase | Kva to 10,000 Kva 
3-phase. All standard voltages, such as 120, 208, 
2940. 277. 480. 600. 2400. 4160. 4800. 7200, 13,200, 


choice of knock-outs. Solderless terminals 


and up to 15,000 volts 


50 Kvo 3-phase, 480 to 208Y/120 volts 
Wall mounting transformer 
Connection compartment panel removed 


A Perfect Partner for Substations 
Sorgel transformers can also be in 
corporated in substations, complete 
with primary and secondary switch 
gear. They are procurable with any 
type or make of switchgear, and from 
any substation manufacturer 


=e 
Sales engineers in principal cities. 
Consult the classified section of your pon ern —- Lene gree 


telephone directory or communicate : load break switch, metering and 
with our factory. : secondary breakers 


SORGEL ELECTRIC CO., 832 West National Avenue, Milwaukee 4, Wisconsin 


Over 40 years’ experience in the development, manufacturing and application of transformers 
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SIGNALING EQUIPMENT? 


ou name it 
‘ -we have it 


When you need signaling or telephone equipment for a 
job, you can get everything vou need from Auth; you 
don’t have to shop around. And when you offer Auth 
equipment, your customer knows heis gettingatop brand, 
installed in many of the finest projects in the country. 





All Auth equipment is designed to make installation easy 
and save the contractor valuable man hours. It requires 
a minimum of servicing and maintenance. For complete 
literature on the Auth line, write to: Auth Electric 
Company, Inc., Long Island City 1, N. Y. 
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New Explosion-Proof 
Aluminuw Coustuction 


EXPLOSION-PROOF 
PANEL BOARDS 


Now available from Killark! Made to your 
“‘specs,”’ completely wired, ready to in- 
stall. We’ll include the breaker of your 


choice. Available in either screw-cover or 








bolt-on cover types, in rectangular or ‘“T”’ 
style wiring trough. Cast aluminum for 
rugged, light weight and smooth, safe 
operation. Roomy cover openings assure 
plenty of hand room. All seals and con- 





nections are included, as well as mounting 
brackets. 


Explosion-proof PANEL BOARD 
(screw cover) 


Panel illustrated contains 32 circuits: top 3 
breaker boxes on each side contain 4 single-pole 
breakers each, 4th box from top on each side 
contains 2 double-pole breakers each, bottom 2 
on each side contain 1 three-pole breaker each. 
Comes completely wired. Contractor has only to 
pull main and take off branch circuits from con- 
nection block. Wiring trough is produced in one 


piece to eliminate sectional joints, increase safety. 


Explosion-proof PANEL BOARD 
(bolt-on cover) 


Preferred on some jobs for small panels. Avail- 
able for hazardous as well as all-weather areas. 


Hinged cover is another available feature. 


ELECTRIC MANUFACTURING COMPANY 


Vandeventer and Easton Aves. St. Lovis 13, Missouri 





Items from Killark 
.. .Big_tw Colection...Big_ tw Safety ! 


SS 


EXPLOSION-PROOF MOTOR STARTER ENCLOSURES 


Designed for your next job calling for motor contro 
equipment. Guaranteed to please you. Made of popular 
lightweight cast alumalloy—-strong and carefully 
machined for ease of operation and long, trouble-free 


service. We'll include starter of your choice 


XMS SERIES STARTER 


Designed to incorporate standard magneti 





across-the-line starter equipment including sizes 
0, 1, 1%, 2, 3, 4 and 5 


XMCS SERIES COMBINATION STARTER 


Available with starters 0 through 5 with protective 


circuit breaker or disconnect as re quired 


EXPLOSION - PROOF CIRCUIT BREAKER 
ENCLOSURES 


Complete line includes dust-tight and weather-proof as well as explosion 
proof breakers. Modern, lightweight cast aluminum. All sizes through 
“LM” Frame. Easy-action handle assembly for smooth, positive opera 
tion. Breakers included 


Modern, lightweight cast aluminum housing that requires no mainte 
nance and meets the most exacting installation needs 


XCB Series Breaker Enclosures —All sizes complete through ‘“‘LM’”’ Frame 
We include breakers. Easy-action handle assures smooth, positive 
operation. Lockout included 


XPCB Series Breaker Enclosures — Will accommodate 4 single pole ‘“‘quicklag”’ 
type breakers, or 2 double pole, or 1 three pole, or any combination 
not exceeding 4 poles. Amp. ratings through 70 amp 


EXPLOSION - PROOF 
DISCONNECT SWITCHES 


A long-felt need in the electrical industry will be filled by 
this complete line of disconnect switches (Series X DS). They 


are available with or without solid neutral, fuseable and non 
fuseable, all with convenient mounting lugs. Constructed of 
lightweight, non-rusting, non-corroding aluminum, they offer 


a full range of hub arrangements and conduit sizes 


WE WOULD APPRECIATE THE OPPORTUNITY OF 
BIDDING ON YOUR NEXT JOB 


KILLARK REPRESENTATIVES 


ATLANTA 8 — Ernest T. Loyd, Inc., 69 Mills St., N. W. DETROIT 14 — Riecher Electric Sales Co., 8319 Mack Ave NEW YORK CITY 33 — W. J. Wickenheiser Co., 600 West 

BALTIMORE 27 — Eastern Sales Co., 1561 Lister Rd KANSAS CITY 8 — Wm. B. Terry Organization, 616 W 181st St., Room 22 

BOSTON 27 — Electrical Agencies, Inc., 49-51 ‘'D'" St 2bth St — 3 — Harry G. Anschvetz Co., 2014 Chancel 
lor ‘ 

BUFFALO — Eberhardt Electric Sales, 278 Johnson St LINCOLN — W. C. McConkle, 2467 Park Ave PHOENIX > Geet: Dutieme Co. c/a Se. Mii « 

CHICAGO 12 — Jack L. Rowe & Son, 2039 W. Jackson os, a 33. — Kenneth Anderson Co., 123 South Long, 422 S. 7th Ave 

INCI 7 — Arth hi » 103) ive yas PITTSBURGH 9 — Crescent Sales inc., 4830 McKni 

CINCINNATI 3 Arthur L. Ehlers Co., 103) Meta Driv MILWAUKEE 2 — Mortin-Geertner Sales Inc., 1108 North ae t Se Co 830 Mc ght 

CLEVELAND 14 — Lusty-Thomson Co., 2140 Hamilton Ave. Third oe 

ALLAS 2 Geo. E. And C 1901 Griffin St ” SAN FRANCISCO — F. M. Nicholas Co., 714 Harrison Sr. 

D — S00. 5. Ancersen Se., WUTER SU. MINNEAPOLIS 2 — Horry P. Smith Co., 826-27 Andrus SEATTLE 4 — Northwestern Agencies, Inc., 4130 First 

DENVER 4 — Kenneth 8B. Schumann Co., 1073 Galapage St. Bidg. Ave., South 





e—™ EE 


Copper and Aluminum Paranite Service Entrance Cable 
Bare and Weatherproof Products 75°C. Wet or Dry 


From Source to Service with 


PARANITE 


om, PARANITE WIRE AND CABLE DIVISION 
‘ tt os MANUFACTURING PLANTS: Bi h 
7% : U t rmin 
Commer ¥ Essex Wire Corporation Alabama; Anaheim, Californio ona ol 
FORT WAYNE 6s, 'N DIANA indiana; Marion, Indiana; Tiffin, Ohio 
® 


lI | il 





Paranite Paraflex * Poranite Type UF Cable 
Non-Metallic Sheathed Cable With and Without Ground 



































Sales Offices in all Principal Cities... Sold only through Recognized Electrical Distributors 
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a lt pays 
— to sell the 
im —— name! 


jot . s 
ih? sgh Pe PNR Babin, Ait 


ao 


‘ 
ae 
gi 
. 


Jape |. 


There's a <7 say” 


‘alll 
BULL DOG TAPE thing — adil 
oer WA ys 


for every purpose 
¢ FRICTION 
* RUBBER 


¢ PLASTIC 


Another quality product of 


WOVEN HOSE & RUBBER 
BOST 3, MA 


so manufacturers of Garden Hose 
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NOW...a complete /ine 


GROUNDIN 





WITH REGULAR “TWIST LOCK”, 

4700 LINE (15 omp.,125 vor)“ TWIST-LOCK” 
OR ANY OTHER DEVICES 

ON THE MARKET 


NON-INTERCHANGEABLE / 


AND INTRODUCING... 


THE ONLY 277 VOLT et 
DUPLEX LOCKING AND bunex necerrac 

GROUNDING RECEPTACLE ON 

THE MARKET... OFFERING 

TREMENDOUS SAVINGS IN cis ict in calls 


FIXTURE INSTALLATION TIME gang box... cuts number of devices needed in half... 
AND MONEY. cuts cost of boxes needed in half... saves hours of time 
on hoth fixture installation and maintenance. 


= x 
) er 


} \ 


ANOTHER 


EXCLUSIVE 
HARVEY ~—s INCORPORATED 


Bridgeport 2, Connecticut IN CANADA: Scarborough, Ontaric 











HUBBELL WEW DEVICE PAGE 























widely used for fluorescent lighting 


An entirely new line of caps and 
receptacles providing positive 
> grounding plus 


aT “Ong > = 4 , : ‘ 
ee Non-interchangeable with reg Twist-Lock’’, 4700 line grouna 


: Uy % nq (15A.-125V.} “Twist-Lock”, oF 


ete” 3-WIRE, 15 AMPERES— 277 VOLTS ONLY 









FOR CATALOG 29 RR} 
————— : ———_——— —— \ 2 


Designed for 277 volt circuits OCTOBER 1958 





'Twist-Lock” Protection 

















, I ; 
. = 
| eer ‘ 
: | 66 4 
| ) 
| 
| } 4763 
- 4 SLE RECEPT 
1000 4751 “ a” st 
126 1328 | PLEX RECEPTA 
47 50 pupiex recerracie | | 
Duplex receptacles ore | 968 
both side and back wired | i —? 
i 
937 
a2 $ 
F _—— 
. i > ) 4 
~ 
i i a 
' 
te32TAP | 4761 
re ’ LE RE PTA | w 
LS with 4 | 
i - 
: 4760 | | 
2 SINGLE RECEPTACLE | | 
pate ' 
— Cat. No. Description Cat. No. Description 
Pp 
4762 Single Receptacle with 1'%i_” strap, brown bakelite 





4750 Duplex Outlet, brown bakelite, side and back wired 





4751 Duplex Outlet with 4” cover, side and back wired 











e) 4752 Duplex Outlet, brown bakelite, side wired only, 4770 Brown Rubber Cap with cord grips (.296 to .° 
2 feeds and 1 return 4771 Brown Rubber Cap with cord grips (.406 t 
4753 Duplex Outlet, brown bakelite, side wired only, 4773 Brown Bakelite Cap with cord grips (.296 
2 feeds and 2 returns 4774 Brown Bakelite Cap with cord grips (.406 
4760 Single Receptacle, brown bakelite 4776 Armored Cap with cord grips ( 








Single Receptacle on 4” cover 














4763 Single Receptacle with 1%” strap, brown bakelite 


(.296 to .562) 





4777 Armored Cap with cord grips (.406 to .62° 











Printed In U.S.A. 







HARVEY HUBBELL, INC., BRIDGEPORT, CONNECTICUT 
PAGE 126-K 




















7 saith ‘ hit 8 it aH 
ea HHS 





Our business is 
communications 





SINCE 1875 DESIGNERS AND PRODUCERS 
OF VISUAL AND AUDIBLE SIGNALS 


Adrian, Michigan 


Specialists in: FIRE ALARM SYSTEMS e ELECTRICAL CLOCK SYSTEMS « HOSPITAL PATIENT OBSERVATION « CLOSED CIRCUIT TV « 
AUDIBLE SIGNALS ¢ ANNUNCIATORS ¢ CODED PAGING SYSTEM « SYNCHRONOUS CLOCKS « TRANSFORMERS « CONTACT DEVICES 
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a: Q How Modern 


ls American Industry ? 


A Report by the McGraw-Hill Department of Economics 


THe U.S.A. is starting a new period It is a challenge to American 
of economic growth, as we leave be business. Our 
hind the recession of 1958. This new 
period presents a challenge to the 
to the business community and And ofter 


» all to the individual npal inflation 


: . 
It is a challenge to the individual 


firm. Growtl mn the 


Now the ec« 


ab 





But the conditions of growth are 


far different from those that pre THE MODERNIZATION JOB AHEAD: 
vailed in the years 1947 to 1957 $95 BILLION 
Tod wth in the « nor 


I< MANUFACTURING AND MINING 


our plant and equipment modern PETROLEUM INDUSTRY 


enough to do the job? 
TRANSPORTATION AND COMMI 


1 New Survey ELECTRIC AND GAS UTILITIES 
FINANCE, TRADE AND SERVICES 


rOTAI Al 








ru ness nee 
modernization. The survey shows 
that it would cost $95 billion to 
replace today’s obsolete equipment. 
And this is a prior 


‘t costs dow for t veal firm mu nl tte! { Decade of 1 vrpanstion 


Since 1947. private business in the 


U.S.A. has invested $291 billion in 


This tremendous need for mod- 
ernization presents a challenge to 
the U.S.A. as a nation. The Comn Se een 
nist powers are making a strong and Is business prepared today for 
disciplined effort to demonstrate these challenges? The answer, from 
that they can out-produce us — that our study, is clearly “No”. The p 
they can “plow us under” in a con duction and distribution facilit 


test of industrial strength the U.S.A. are not efficient en 
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rHE MeGRAW-HILL SURVEY 
OF MODERNIZATION NEEDS 


Conducted by the McGraw-Hill 


Department of Economics in August. 1958 


AGE OF COST TO 
AANUFACTURING REPLACE 
CAPACITY OBSOLETE 
Percent Installed FACILITIES 


Prior Dec. 1945 Dee. 1950 
to to to Million- 
INDUSTRY Dec. 1945 Dec. 1950 Dee. 1957 of 8 
Iron and Steel i } 2.855 
Nonferrous Metals } 1.022 
Machinery 38 3,224 
Electrical Machinery 18 1.917 
Autos, Trucks and Parts ] 2,204 
lransportation Equipment 
aircraft, ships, railroad 

equipment ) 
Other Metalworking 
Chemicals 
Paper and Pulp 
Rubber 
Stone, Clay and Glas 
Petroleum Refining 
Food and Beverages 
Textiles 
Mise. Manufacturing 
ALL MANUFACTURING 











rials, by 55% 

service 

floor space b 

decade, In 1957 alone, business spent ba lon a survey o > age 

$37 billion on new plants an juIp uf uring capacity in sever: 

ment — more than the combined ex dred companies, representing all of 
penditure in all of Western Europe the major manufacturing industries 
plus Canada. Almost 50% of our present capacity 


lled before or during World 


But all of this expenditure has was insta 


not made our facilities as modern ‘ar IL. More than 65% was installed 
as supposed, or as modern as we vefore Korea. Expert studies of the 
need. Of the $291 billion vested najor n nanufacturing indus- 
by business since 1947, roughly $157 tries show that the age of equipment, 


billion has been for expansion of! in those industries, is even greater 


> 


capacity. Only $13 has bee Thus, of all business plant and 
spent to replace old facilities with equipment, less than one-third is 
better, more modern equipment. And modern in the sense of “new” since 
in recent years, this investment has 1950: two-thirds is pre-Korea. 
not purchased as much new equip- This over-all figure is confirmed by 
ment as the dollar figures suggest, a check on specific industries: 
because prices of capital goods have * Nearly two-thirds of our metal- 
climbed working equipment was installed 
Our postwar capital investment over 10 years ago, according to 
has repaired the worst of the obsoles- preliminary results of AMERICAN 
cence accumulated during the depres- MACHINIST’S 1958 census 


Phese examples take on a dollars- 
and-cents meaning when we recog- 
nize that the latest machine tools 
are about 10% more productive 
than 1918 models. and that a com- 
bination of new freight cars and 
modern freight yard equipment can 
reduce operating costs up to 50%. 


Vew inst! automaticall\ 


Why Productivity 
Must Rise 


depe nds 


produt tive 


For the growth of our own econ- 
omy, we shall need a sharp rise in 
productive efficiency. During the 
next ten years, American business 
must prov ide the goods and services 
required for a population that will 
increase by 32 million. And the in- 
reased population will expect highe 
living standards. Furthermore, the 
population in ten years will include a 
higher proportion of dependent per 
sons — children and retired people 
and a smaller proportion of working 
age men. Thus, with a relatively 
smaller labor force, industry must 
provide more goods for more con 
sumers 

At the same time, industry must 
strive to hold the line against rising 


costs. In an economy with a tight 
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We can make these rapid gains 
if industry goes all out to modernize 


its equipment. Ou 


; 
Ttataa 
ie et 


ipment 


1 equ 


Modernization of over-age facili- 


ties — replacing only what is really 
obsolete. by today’s production 
standards — would require a total 
capital investment of $95 billion, or 
nearly $20 billion per year for the 
next 5 years. 
Furthermore, new produ 

niques will soon make today’s plant 

obsolete, in many cases. Thus, to keep 
pace with technical advance fro? 

1958 on, will require continuing ex- 
penditures of $8 to $10 billion per 
year for modernization 

The total expenditure to wipe out 


the backlog of obsolete facilities, and 


Some ftore- 


casters are now saying that because 


industrial capacity is adequate, the 


Obstacles To Be Overcome 


next few years will be a period of 


low capital investment. The figures . : , 
e must tace up to the tact that 

above make clear that this would be i 

; real obstacles hoth technical and 

The op} 


a national calamity. 
financial—stand in the way of faster 


‘ } 


modernization 


4 National Problem 


This also is a challenge to the U.S.A 


as a nation. For LOO vears. this na 
tion has been looked to as the model 
of economic development by the 
rest of the world. For the first time. 
we face a serious challenge by an- 
other nation and another economic 
better 


+1 


system that claims to lhe 


In some cases, equipment has 


been kept in place because it was 


and the users were 


still 


satisiactory. 


not aware ofl newer designs 


tr 


The biggest obstacle and one 


that presents a persistent problem 
— is the shortage of funds in many 


companies that need and want to 


modernize. | 


impressive 
question of superiority. Our facto 
be showplaces of modert 
zation to the foreign visitor that will 
leave him unable to say “I saw much 
better” in Britain, or West Germany 
or Russia 


This is the challenge to the nation 
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> companies 


4 } 


equipment in 1958—how soon 


expenditures to pay off?” 


INDUSTRY: 
Iron and Steel 
Nonferrous Metals 
Machinery 
Electrical Machinery 
Autos, Trucks and Parts 
Transportation Equipment 
aircraft, ships, railroad 
equipment) 
Other Metalworking 
Chemicals 
Paper and Pulp 
Rubber 
Stone, Clay and Glass 
Petroleum Refining 
Food and Beverages 
Textiles 
Mise. Manufacturing 
ALL MANUFACTURING 


on 


6-8 vears 





MODERNIZATION PAYS 


Profits on modernization—like all business profits—have come 
down since 1955. However, modernization, in contrast to new 
capacity, still offers a relatively quick return on investment 
answers to the question: “‘In cases where 
actually replacing old facilities with new plant and 


do you expect these re placement 


PERCENT OF COMPANIES ANSWERING 


} 


9 vrs. 
and 


over 








] 


tries have failed to keep pace with 
the general trend. These include 
some of the areas where the need 
for modernization is most urgent: 
the railroads, large sections of the 
textile industry, some mining indus- 
tries and many small to medium-size 
companies in manufacturing gen- 
erally. The problem of these indus- 
tries and companies has grown more 
acute in 1958 —since their profits 
have declined much more than the 
average for all business. 

Any plan to step up the pace of 
modernization generally must deal 
with the special situation in these 
problem areas. Depressed industries 
and companies need outside help, 
if they are to modernize. Such help 
would include a stronger flow of tech- 
nical information and advice (and 
occasionally, venture capital) from 
the more prosperous, inventive in- 
dustries — as well as advice from 


36 


equipment suppliers and distribu- 
tors, industrial publishers and 
consultants. There is also a public 
responsibility to help in the problem 
areas—not with handouts of govern- 
ment money, but with technical as- 
sistance and help in finding private 
capital (like the efforts now being 
pursued by the Small Business Ad- 
ministration 

Certainly we should lose no time 
in reforming those provisions of the 
federal tax laws that now impede 
investment in modern equipment 
by hard-pressed firms — especially 
the outmoded and unfair restric- 
tions on rates of depreciation for 
tax purposes. At present, the tax 
regulations require that depreciation 
be computed over relatively long 
periods of “useful life” for most 
types of equipment. And this is a 
primary reason for the lag in mod- 


ernization. Machinery generally 


becomes obsolete long before the 
expiration of its “useful life” as 
specified in tax regulations. But it is 
difficult for companies — especially 
small companies — to set aside cash 
‘apid replacement, unless the full 

is exempt 

and most 

w more rapid 


yurposes than 


self-help with 
fair break from 
do much to 
tide of obso- 


1 industries, and 


It is this combination that 
McGraw-Hill advocates as “PLAN 


‘59°, to help business modernize 


now for growth and profits. This is 


to make a start In 
on job of modern 
the study we 
ve just compl | 

1. A better flow of technical in- 
formation on where and how to 
modernize business plants and 
equipment. 

2. Careful review by the individ- 
ual company of its own opportuni- 
ties to modernize at a profit —then 
action to replace obsolete facilities. 

3. Reform of the tax laws, to al- 
low more realistic deductions for 
depreciation, and permit more 
companies to finance adequate mod- 
ernization programs from this 
source of funds. 

Much of this program is already 
The 34 McGraw-Hill Pub 


lications, and many 


underway 
uppliers and 
istrial equipment, 
ir information 
programs tart the modernization 
drive. Preliminary plans of manu 
facturing companies show a strong 
emphasis on capital spending fo 
this purpose. In August, Congress 
passed a bill providing limited tax 
relief for small business. 

But the real task of moderniza- 
tion still lies ahead. It is the greatest 
challenge, and the greatest oppor- 
tunity, confronting American busi- 


ness as we move forward into 1959. 
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ELECTRICAL WHOLESALING presents: 







Selling-up 
Modernization 


A two-part special report that . 











Points up some product 


sales opportunities that 






abound in the modern- 








ization market for you. 





. Details how the moderni- 


zation market is being 






sold-up by six distribu- 






tors and their salesmen. 











... Plus a quick roundup of some modernization ideas that distributors 


across the country are applying in their own organizations. 






By the staff of Electrical Wholesaling 
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ni Q) What You Can Sell 
To the Modernization Market 


Here—in words and pictures—is a brief look at some of the 





equipment highlights of electrical modernization. Actually, 


there is no end to the sales possibilities for this market. 


HE two most important charac- 
teristics of the electrical modern- 
ization market are: (1.) It is a 

permanent market, and (2.) It grows 

larger each year with the growth of 
electrical utilization. 
Based on these 


of the 


each 


industry 


two acts 
segment < electrical 
' 


1VZ )- 


and organize its 
market in order 
on its potential For 
the electrical wholesaling industry, 
this study of all 
modern electrical equipment and sup- 


must ana 


it 
a} 
t 

I 


proach to the 


(2) 
capitalize fully 


means thorough 


plies in terms of full and effective 


electrical moderniza- 
Io facilitate such a study 
and nature 
renovating must 
visualized and 


application in 
tion work 
however, the framework 
of modern electrical 


| 
first be 1\ 


clear under 
stood 
e The 
ization 1S 


for more of the 


Need — Electrical 


made 


modern 
necessary by need 
things electrical 
makes 
ind heat. Users of 


need for 


energy possible—light, power 


electrical energy 
more lighting fix 


motors 


lave no 
more outlets 


branch 


tures, more 


more circuits, more panel 


The 


light, more 


boards or more feeders per se 


need 1s always for 


more 
machines, more air conditioning, 
house 


convenl 


more electrical tools, 
} 


hold appliances 


more 
and more 

of loads 
amount of 
trical modernization required will de- 
which the 
utilization devices are insuffi 
light 
and/or the ex 
existing 


ence and flexibility in use 


In any case, the elec 


pend upon the extent to 
existing 
cient to needed 
heat 


tent to 


provide the 


and/or power! 


which the electrical 


listribution system (branch circuits, 


npanelboards., feeders main switch 


board and service) is unable to supply 
more energy for needed utilization 
devices 
e First 


electrical 


Type—From the above 


modernization can be di 
into several The first ts 


vided types 


type and 
which more 
fixtures, 


the simplest involves those 
dev ices 


permanently-con- 


Cases In load 


lighting 


58 


nected appliances and/or receptacle 


Outlets (plug outlets)—are connected 
on existing circuits with no changes 
in the Capacity olf the electrical dis- 
tribution Existing branch cu 
must be able to 


the new 


system 
cuits accommodate 
loads without being loaded 
in excess of 8&0 of their 
And panelboard 
large enough 
This type of 


includes cases in 


ratings 
feeders must be 
ilso 


modernization 


which load devices 


more efficient de 


are replaced DY 
vices would be the 


Such 
replacing incandescent 
with 


prov ide 


case ol 
lighting fix 
which 


footcandles of 


tures fluorescent units, 


would more 


lighting intensity without consuming 


more electrical energy. This is a very 
type of economical lighting 
modernization widely 
Offices and 


where the 


common 
adopted in 

other 

output ol 


schools, places 


lighting large 
systems must be 
improved 
simple matter of 
changing luminaires and can be done 
vithout 

This 


also be 


irea general lighting 


upped to provide visual 


conditions. It is a 
rewiring the circuits 

modernization can 
applied to air 
A typical case might involve replace 


type of 
conditioning 
ment of an old 12-ton air conditioning 
with one of the 
models which can provide 


vindow unit newel 
%4-ton or 
l-ton of refrigerating capacity for the 
Same or very littlke more consumption 
of electrical 
¢ Second Type 


modernization Is 


energy 

The second type of 
similar to the first 
load devices are added or old 
replaced—but new branch 
This is the type 
in which the Capacity of the feeders 
to the panelboards is sufficient to 
handle the loads, but in which 
the branch existing cannot 
handle any Such 
wiring of 


new 
ones are 


circuits are added 


new 
circults 
increase in loads 


cases will necessitate the 


new circuits from unused oOvercur 


rent protective devices (spare circuits 
in the existing 
addition of new panelboards to supply 


the new 


panelboards or the 


circuits 
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e Third Type 
modernization 
ond but 
feeders 

syster 

the job) 
larger 

quired 

other 

service 
breaker 
existing 


Sta lation 
expansio! 

O} 
extent oO 
depend 

e TI 

e The ext 


{ inagequa 


trical 
e The size 
. The 

growth w 

of the exist 
e How 

he 


! rs | 
eiectrical 


e@ And 
the amount 
spent or 

It sl 
type oO 
usually d 
ings The c 
involves buildings 
The third type is 
in older buildings 
more 
had 


electrical 
type It 
limit to the 


or second 
extent 


tion 


of moderniza 
tions, it ma 
ping the ok 


installing 


modern itior { sS tnal tne 


second [vi I I ch les inal the 


1958 





; . & uF : : o 
= 4 “ * ’ € 
a , : ‘ : 


interlocked armor cable with d Flexible metallic conduit 
for feeder additions and : Beanies for pane feeder with 


non-metallic sheathed ca- 
ble for brar t 


Special equipment con- posed feed- Power receptacle for 
structions for hazardou er circuiting in industria venient f 


Pole line hardware, out- EMT and Greenfield for Outdoor floodlight clus- Mineral-insulated cable 


door wires for expar r ma ters for relig 


; utdoor rcuiting additior r area gr 


Armored cable for fa Flex, wireway, transfor- Busway for riser f f Service head 
f t ranct rcuitir mers, panels for comme fice j ng t t meter socket { 


a kind f w ; ervice ‘ mr 
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PLAN 


More Electrical 
Modernization 
Sales Ideas 


Large ceiling junction boxes 


n 4, 
Eg 


general fr 
modernizatiotr 
Yt equipment 
The 


nodern electrical 


following is 
equipment and sup 


terms of applicability and 


t lies in 


particular suitability to modernization 
work. The presentation considers utili 
first 


modernization, 


which covers all 
then 


panel 


zation devices 


three 


types of 
branch 


and 


and 
distribution 


circuits 


finally 


considers 
boards 


systems 


Utilization Equipment 


Lamps 
vide higher 


New, improved types pro- 
light output for 
current consumption. Power 
fluorescent lamps are §8-ft 
ment lamps with very high light out- 
put. Improved mercury units 
also offer modernization to higher 
light intensities. Better incandescent 
lamps have longer life more 
rugged. Color lamps are and 
readily applied 
Lighting Fixtures 
high coefficients of utilization, use 
maximum light of lamps, 
signed for minimum maintenance to 
keep up light output. Replacement 
of incandescent fixtures with new 
types of fluorescent luminaires offers 
substantial increase in lighting inten- 
more circuit or panel 
Industrial type fluorescent 
and mercury vapor units are ideally 
suited to wide range of industrial 
lighting modernization. New types of 


same 
(C;roove 
replace 
vapor 
are 
better 
New units have 


are de- 


sities with no 


loading 


60 


Modern reflecto 


lamps 


Weather-tight power receptacles for us¢ 
, , : ad sted teed 


erve conn 


ncandescent iminaires are well 


suited to commercial and institutional 


instal 
long 


pplications ease of 


offering 


tion proper 


ventilation for 
lamp life, attractive 


Auxiliary lighting 


de range of practic 


appearance 
equipment —A 
al and economi- 
cal lighting dimmer units are available 
Simple 


residen- 


renovating jobs 
units are made for 
tial small area commercial light 
dimming, made to fit in 
vall box 4 variety of other dimmer 
made for fluorescent and 
cold cathode dimming All of 
this type of equipment is a modern- 
ization bonus and 1s sell 
People want the real, desirable effects 


type 
and 


recessed 


units are 
jobs 


easy to 


it offers 
Motors 
cient, on 


longer 


more effi 
New types 


less 


Made 
smaller 
life, 


better, 
frames 
require space, 
Motor modernization can 
be put on a program basis for in 
dustrial plants. Sell easily where build 
converted 
from de to ac or from single-phase 
where old motors 
must or ought to be replaced 


offer 


are quieter 


electrical system is 


ing 


to three-phase, 


Branch Circuit Equipment 

Surface raceway systems are widely 
used for running new branch circuits 
or extending or revamping old branch 
circuits, generally in commercial, in- 
dustrial and institutional (schools, hos- 
pitals, etc.) buildings. 

Trolley busway systems in the rat- 
ings 20, 30 and 50-amps are particu- 
larly modernization suited for branch 
circuit work for supplying lighting 
fixtures (both fluorescent and incan- 
descent) and for serving appliance and 
hand tool loads by drop cords in in- 
dustrial and production areas 

Multi-outlet assemblies—a number 


Plug-in busway 
ways for ¢ ting 


ndustrial! 
bench a 
Flush duct underfloor 


well suited 


ceway Su erie Ss 


floor slab is 


to modert 
trenched to a ymmodate ra 
then floor j 

Surface type switch and receptacle 
outlet boxes are made for use witb 
EMT or rigid conduit or for 


with surface 


ceway, 


finished with tiles 


surface 
use raceway systems 
Wide range of modern plug recep- 
tacles for single- and three-phase use 
and with grounding provisions—all 
matched to prevailing standardization 
in types of plugs used on power cords 


for appliances and tools are 


slanted 
to modernization jobs 
All types of rubber and thermo- 
plastic insulated wires and cables and 
flexible cords are volume mod 
ernization 
Special boxes for switches and re- 


large 


items 


recessed in- 


walls 


ceptacles are made for 
stallation in finished 
with special straps to hold them. 
Panelboards and individual switch 
and circuit breaker units are standard 
items for branch circuit moderniza 
tion 
Circuit 
types and individual units, offer mod- 
ern switch control, 
disconnect and overcurrent protection 
for many modernization expansion 
and replacement applications, espe- 
cially where it is desirable to eliminate 
access to live fuses by plant or other 
operating personnel. New CB’s are the 
tops in reliability and operating ease 
Modern fuses offer many advan- 
tages old fuses did not enjoy. Fuses 
are made in variety with time 


existing 


breakers, both panelboard 


combination of 


wide 
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Large, recessed incandescent fixtures 






















circults 


Motor control equipment o! toda 








iffers carefully matched characteris 
tics for every conceivable combination 
of motor and load. Modern equipment 
assures life of motors and produces 







wider and more accurate range Ol 





control over machines, processes 
other drives to improve plant produc 


and work 






tion methods quality of 





Control circuits for motor controllers 
offer adaptability to any 


automation scheme or for any 





complete 





manual 





Combination starters incorpo 
and the re 


method 





rate both the controller 






quired motor disconnect means within 







one enclosure, provide ready com 
pliance with today’s Code. Types in- 
. clude both circuit breaker and switch 







for disconnect 





Distribution Equipment 





Busways offer modern means of dis- 
tribution. Plug-in type provides ready 







connection of taps to loads—taps to 
lighting panels, power panels and/or 
motor or other powel loads. Very 





common in plant production areas for 
supplying heavy branch circuits to 
machines from the heavy capacity of 
the busway type busway, 
called low-impedance or low-reactance 
modernization natural fot 
risers in tall buildings and for long 
runs of heavy current capacity from 
one point to another without tapping 
power off along the run. Apartment 







Feeder 






type, Is 








Conduit into cable trough Dry -typ« 
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Flex, fixture wire, boxes and conduit 













transtormers 


Il ranstormers 


Modern conduit 
EMI 
inch ts dg teeders of \ 


Aluminum conduit is 











gnt It s 
sers 4 
cull we 1 de ft neavy te 
nd number of ipport f ing Modern switchboards and switch- 
hich can gear : 
vailable to hold the conduit. A num ns 
er of suct odernization applic \ Kers 
tions have been made recent irs i AK 
Modern wire and cable feeders I tems. In 
used fo! eiecirical .% IT ~ t p > re 
ist about all of the types of el t 
ind cables made today . 
Mineral-insulated cable is . em spac 
plete wiring system in_ itself—con And fuses find 1 dous ap 
ductors in protective metallic jacket pucal hout n ed dis 
and should be considered for such UTI s. Only the newer 
modernization jobs as extensions ypes ha © currentiimiting action 
hazardous areas, plant wiring where vhich enad them | afely break 
corrosive atmospheres prevail, gym rents ik 
nasium wiring. This cable has a differ cou te Sale 0 I nt a 
ent material-and-labor cost picture Sonmel. With the gene growtl 
which often proves suited to moderni size of service Capacities, the function 
zation work of fuses ecomes more mportant. 
Interlocked armor cable is a flexible “! ld ibered that 
wiring system for use at voltases unde modern gineering skillfully uses 
and over 600 volts. It is suited to oth fuses and circuit breakers in sys- 
running through pipe and obstruction combinations where they work 
congested areas in buildings where W!th each other to provide a selective 
busway for rigid conduit simply could ‘'YPe Of Overcurrent protection so that 
not be installed. It is also suited to fault is always cleared by the pro- 
high capacity risers. tective device closest 1 
Direct-burial cables, both under and 
over 600 volts, offer extensive mod [he foregoing is brief look 
ernization potential for outside elec at some of the equipment highlights of 
trification such as parking lot lighting, the modernization. There is actually 
feeders to outlying buildings, street no end to the possibilities for equip 


lighting, etc ation work 
















How You 
Can Sell to the 


Modernization 


Market 


ASICALLY, distributors of electrical products 
supply modernization equipment more than 
they use it. More and more evident, they are 

modernizing their own firms in an attempt to 
facilitate electrical improvements in industrials. 

As a vital factor in helping industry to modern- 
ize, the electrical distributor can and should de 
velop a modernization sales program. Many have 
—profitably. And many more are planning to use 
various techniques soon in an effort to take ad 





vantage of this potential market. 

¢ Good Outlook—And the modernization market 
has proved to be good. In the industrial field, for 
example, although electrical work has dipped 
slightly, there has been a continued swing to 
electrical modernization and automation during 
this -year. 

Many techniques are possible and available to 
the electrical distributor in selling to the modern- 
ization market. On the following pages are six case 
studies that show how firms and individual sales- 
men are successfully cultivating this market. 

The stories cover distributor techniques concern- 
ing modernization sales to the industrial, con- 
tractor and residential markets: 

e How an “automation engineer” is selling to 
the electronics market 

e The specific steps one distributor uses in 
selling to the industrial field, stressing electronics. 

e How a salesman pushes new products to the 
industrial customer. 

e How a distributor specializes in selling tools 
to modernize the contractor. 

e The methods salesmen can use to make 
“extra” sales in the modernization market. 

e How one distributor uses a 4-phase plan for 
selling industrial modernization. 
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Breaking Through 
A New Barrier 


@ Englewood Electrical Supply Co., 
Chicago, starts an automation service. 

@ Headed by engineer Randall 
Wolff, the program stresses ''packaged"’ 


service. 


HE electrical distributor should never overlook any 
area or field which logically can be served by him, 
management at Englewood Electrical Supply Co., 

Chicago, believes. 

Thinking that the firm could perform a service to 
industry in the field of automation, Englewood officials 
inaugurated a complete technical engineering service last 
April. The new facility, specifically for manufacturing 
plants and electrical construction firms serving industrials, 
was set up to help solve the growing number of operating 
problems facing production management in present semi- 
automated and non-automated plants. In addition, it was 
designed to keep pace with the latest technological de 
velopments in the field of automation and electronics 
e Affects All—*We feel this is the age of automation,’ 
President George Albiez says It is an area in which 
everyone in industry can be involved. Our program Is 


offered to the contractor so he will not lose out in this 
new field, and also to his customer who must employ 
more scientific devices to step up production for today’s 
economy 

Albiez stresses that this design engineering service is 
in no Way an attempt on the part of the firm to perform 
the function of an engineer, who normally would lay 
out the job. 

“It is merely our intention to assist the contractor and 

his customer,” the ficial adds. “We believe that unless 
we, aS a distributor, assist in this new and important 
field, it will be lost not only to the distributor, but also 
to the electrical contractor.” 
e Specialist Heads Department—The new department 
at Englewood is headed by Randall Wolff, electrical 
engineer and specialist in the application of electronics 
The new “packaged” engineering service makes it pos- 
sible for plant engineering departments or electrical con 
tractors to receive accurate, detailed information about 
automation equipment and its application to specific 
requirements. 

Englewood makes no charge for this service 

‘We feel that this new service we perform noi only is 
beneficial to the contractor, but also to his customer,’ 
Albiez says. “When automation equipment is installed in 
a small plant, it can compete much better production- 
wise with a larger plant not only in price but also in 


service.” 


CONTROL PANEL designed | Randall Wolff 


checked after installation by Engle 1s engineer 


Panel is for electronic ntrolling paint spray 





Breaking Through (cont.) 








© oe ae 
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CONTACT with n é nt f p Wolff t nt AFTER DISCUSSING ,; 


Engineering Ability 


FMM On enn 


any other type of selling in the electrical distribu- 
° > fe tion field,” Randall Wolff, automation engineer 
st for Englewood, says, 
‘In this type of selling, it MpPOss e to make a sale 
merely showing a luct to a prospective custome! 
[his type of prospect wants to s ystem in operation 
and wants to have f tl ll function properly 
Me In keepir — Ene . for his particular application re | re the technical 
tochastegion! dovelopanes mes knowledge of an engineer hel; » make the sale.’ 

hieteitiiien thee © A Wide Area Bas I] I peration is centered 


service for industry need rah solely around Wolff, who prepared to make service 


Englewood has inaugurated 


technical staff is now available without calls “anywhere I am needed This could include jobs 
charge to help solve your plant = or prospective jobs not only n Chicago and the four 
problems dealing with counters branch operations at Rockford and Joliet, Ill., and South 


Bend and Gary, Ind., but also in any major city in the 


timers, conveyor controls, automat 





vers, temperatur 
nation where his services are requested 


When a plant problem is phoned into Englewood by 


customer Or prospect ve customer ifrangements are 





made to send Wolff to the plant or to work with the 
NEW 
uninale 


‘ _— is 4% mer The Englewood engineer then will recommend the 
Ww d str ed yuton hy x} ror . 


PROGRAM 


plant’s electrical contractor to analyze the specific need 
correct system improvements and m economical in 
stallation procedures for peratior including such 


products as counters, timers, conveyor controls, auto- 





matic door openers, temperature and liquid level con 


trols, all types of photoelectric and electronic devices 
RANDALL WOLFF ind many 


MATION ENGINEER 


other types of specialized automation equip 
ment 

Specifically, Wolff starts at what he calls a “problem 
point” in initiating a sale 

‘First of all, I receive my leads one of four ways,” 
Wolff explains. “These are through the electrical con- 
tractor, our Outside supplies salesmen, cold calls and 
newspaper and magazine advertising 

‘A problem point is involved whether my call is cold 
or made at the specific request of a contractor customer 
or his industrial account. If the prospect has no par- 
ticular problems, I explain to him the advantages of 
BUSINESS CARD stresses te cal background of Engle- automation equipment in industry and how it can help 
wood’s Randall Wolff, automa ngineer. Wolff, an elec- him specifically.” 
tronics specialist, hé en ir engineering field 20 years e Inspection First—On the other hand, when Wolff is 
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PROBLEMS and sug FINAL RESULTS 


In Automation Helps Push Electronics Sales 


a system to o 
If this idea is 
set of blueprints 
needed At th S 
easy-to-re 
to the plant 
For the custome! 
not end wit 
irst of all 
ill have 100 
function of the 
always check the 
check the installation 
the system and p 
up service to th 
ind rechecking 
Most customers | rospects mus ke n d lecision on sale 
that the system will work since e not famil t e Slow But Sure 
the automation field have make sure ter sales program w 
recommend will best fulfill 
satisfactorily. If anything goes 
tem, then the entire program will 
© Adequate Stock Stressed—tIn sett 
tion department, President Alt 
tance of complete and adequat 
You have to offer the customer more than just 
service when it comes to selling automation equipment 
the official explains. “If you have nothing to back up 
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Sales Advice for Salesmen 


@ At Oakland, Calif., sales to the 
modernization market are being stressed 
at the Gilson Supply Co., where increased 


opportunities are seen in this field. 


@ Partners William Figroid and 
Charles Martin stress five techniques that 


lead to more profitable business through 


selling modernization equipment. 
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S all industry modernizes for growth and profits, 

the electrical distributor's salesman is offered one of 

his best opportunities to increase his volume each 
month with profitable sales—.an excellent chance to get 
the full potential from each industrial plant on his call 
list—according to William Figroid and Charles Martin, 
partners with B. H. Dowd in the Gilson Supply Co., Oak- 
land, Calif. 


With this 
sell lu 
I d M 
s +, tne 
} 
Fo } ' 
t} 
str Ss norn 


thes tners 


e The big opportunity for profitable modernization 


orders is in the extra business t! level 
iddition to his reguilal lers |f m the daustr S 
It is produced during s reg his regu 


customers—no extra calls, no extra tr 


e The salesman’s opportunities for this extra and 
profitable modernization business lie in small orders as 


a rule—replacing an old motor control with an up-to- 
date model. replacing plug fuses with a time delay fuse 
setup, etc 

To develop this extra bus ess tnrougn ss r of mod- 
ernization. Figroid and Martin offer these five tech 
iigues that lead salesmer fitabl ndustrial 


1. Know Your Potential 


Before the distributor’s salesman can fully realize his 
opportunities to sell modernization, he must get a clear 

v of his target i pow He should 
i w~ 

e What is Modernization? Wh« the salesman real 

s that it is not just an engineer-design plan for re 
‘lacing the entire electrical and mechanical system in 

factory, but that it encompasses replacing any old, 
wkw 1, inadequate obsolete unsafe electrical 
equipment with something better, he will be in a better 


position to develop 


e What Can Be Sold for Modernizing? Knowing the 


vives the salesman 


this b r) 


answer here. the Gilson partners s 


the key to much greater volume. Obviously, they point 
out, the recently introduced products or the latest models 
come to mind first when thinking of modernizing. But, 
important as is this new equipment with its glamor and 
saleability. it cannot dominate the salesman’s thinking 


or he will miss much of his opportunity. The salesman 


has to explore the possibilities of hundreds of items 
which the distributor has had in stock for a long time 

products that while thev have beer round for a long 
time, can bring up-to-date an industrial plant which 1s 


using much older models or out-dated methods of hand 
ling the electrical problem 
e What Needs Modernizing? In an\ 


that the salesman normally serves, there 


ndustrial plant 


two excel 
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Visual Demonstrations and 


r i 


OPPORTUNITIES 


} Ww 


Some Sales Advice (cont.) 





lent sources of leads to modernization sales, Figroid and 
Martin point out. Both sources will be overlooked by 
the salesman who is not actively seeking this business 
One is the regular order mailed in, phoned in or given 
to the salesman by the industrial. By watching the orders 
for electrical maintenance supplies, the salesman can 
detect when the plant is ordering for old or inefficient 
equipment. Frequently he may find that an industrial 1s 
ordering from old catalogs, indicating that not only 1s 
there need for modernization in the plant but there is 
a need to give the industrial’s personnel the information 
that will up-date their thinking 

The second and most productive source of leads 1s 
the salesman’s own observations during his regular calls 
on industrial accounts. This observation must be trained 
and motivated, Figroid and Martin state, because the 
salesman can become so absorbed in the major purpose 
of his visit that he forgets to look for evidence of ob 
solete electrical equipment. He has to be his own “pri- 
vate eye,” says Figroid. The more familiar the sales- 
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man is with the plant, the harder he must condition him- 
self to look for modernization leads, Martin states, be 
cause he will have become accustomed, like the indus 
trial itself, to the conditions that exist 


2. Get Everyone Interested 


To turn evidence of obsolescence into sales of modern 
electrical equipment, the salesman must de velop a sales 
approach that works with the ind ndustrial. His 
past relationship with the company’s personnel will be 
a big factor, says Martin, but in most cases the salesman 
will have to accomplish two things 

e Condition the Purchasing Agent. In any industrial 
plant large enough to have the maintenance department 
that qualifies it as a direct customer, the salesman must 
deal with purchasing agents—and he is not going to get 
this extra business from modernization without the PA’s 
consent. In more and more industrials today, the sales 
man will see no one but this buyer 

A big help to the salesman in enlisting the support of 
the purchasing agent is to sell the latter on the idea of 
preventive maintenance. A good purchasing agent will 
be receptive to the idea of preventing breakdowns by 
replacing or modernizing electrical equipment before it 
breaks down. The distributor's salesman can sell this idea 
only if he can show he has the knowledge of his prod 
ucts and their application and ci trusted to sug 
gest purchases because of their nee not the sake 
of a sale 

To sell the purchasing agent on modernizing electrical 
equipment to speed production is more difficult. Most 
buyers will rely on the production engineer or foreman 
to decide when such changes, however minor, should 
be made. The salesman’s chance here, says Bill Figroid, 
is to be so well-qualified in his presentation that the 
purchasing agent will want to call in the engineer or 
production foreman to hear the modernization story 

e Educate the Maintenance Man. In the industrials 
where the distributor’s salesman is permitted to visit di- 
rectly with the maintenance department, special sales 
work is necessary to get extra modernization business, 
say the partners at Gilson. Maintenance men are in 
herently complacent. If everything is going well—leave 
well enough alone. They don’t like to change their work 
methods, to learn new techniques. They don’t relish hav 
ing anyone telling them that what they are doing is 
either not right or out-of-date. To sell the modernization 
that the industrial needs, the salesman will have to over 
come the maintenance man’s complacency without his 
knowing that it is being overcome 

The most effective technique, says Martin, is to im- 
plant modernizing ideas in the maintenance man’s head 

ideas that he will come up with later. Ask him where 
a product could be used in his shop. This puts the burden 
of finding an application on him. By the time he has 
explained where he could use it, he will feel that making 
use Of the product is his idea and the purchasing agent 
should buy it. There are many items which the mainte- 
nance man refuses to the “sold,” but which he is willing 
to try if samples are left with him—solderless lugs, for 
example. 
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Enthusiasm Are Important for Success 


After the trial, the salesman may find the orders alesman has to show enthusiasm for hi oducts 
from that industrial calling for the modern items whic! service, his h > and h rice to get the order 
the maintenance man sold himself ilre 
trial, after a demonstration, with 
Items for installation, of course 
sales techniques. But the mau 
made to sell himself 

If the salesman avoids the 
talks about the time when tl 
need to replace some lighting, mot 
can demonstrate the modern replac 
where they can be used. From t 
tenance man will think of 
tus whenever he has to work 
salesman a good chance for 


old wears out 


3. Always Show Something 


No better technique ts availabl 
salesman who wants more moder 
consistent program of showing 
insist Figroid and Martin 
Having something in his hands 
as important in calling on purct 
going direct, when permitted, to the p engineer 
man Or maintenance superintende they point out Most 
purchasing agents welcome 
the products that apply to 
pany; it helps them do a be 
nized in the company for their kr 
too, welcome the idea of a distributor’ in coming e salesman § rt I lling modernization 
in with a sample and an application story instead of ar roduct shov so $ pi red in northern Cali 
open order book and an “extra per fornia with rm of product promotion (EW—Aug 
When a Gilson salesman arrives 1 ci »j i a hile the show, at which most of Gilson’s sup 


what do you have today purchasing agent I pire man | ) I Gilson’s warehouse to demon- 
other contact at the industrial looks at the packas trate lines, ha biggest return in normal business 
under his arm. On calls ELECTRICAL WHOLESALING mad there's no question about tts value in building the extra 
with one of Gilson’s top industrial salesmen, Leo Fox volume that can come from modernization 
an editor found that in the field he is referred i ne value of the product show is the presentation of 
‘Leo the Gadget Man” in fond tet wi rn standard” items as well as the new introductions. The 
welcome distributor and his salesman must realize, says Figroid 
This all-important sample doesn’t have to be bran ind Martin, that the industrial’s purchasing agent, its 
new product, the Gilson partners hasten to add mi nginee! ind its maintenance men work on a tight 
be an item long established in the distributor's little island on which the company produces its product 
but which, because of its many applications warrant ule contractors handling maintenance business meet 
being taken around the territory again. And then, they problems daily and thereby become reasonably 
point out, the sample may be an item picked by the familiar with everything new or applicable to modern 
salesman because he knows from experience that this zation only when forced on ial it or by 
particular industrial has definite need for some although the suggestion of distributor’s salesmen 
no interest has been expressed in yet. He can intro While this refers to pr u it harks back to the 
duce the item as one of the many the distributor has introduction of new or standard items to the purchasing 
ready to help industrials modernize. If the PA should gent or the maintenance department—leave the litera- 
say, “that’s fine but where could we use it,” the salesman ture! The salesman may make the finest presentation 
can bring up the exact condition existing in the plant possible on a product that is either not needed now of 
considered, but the distribution of all literature about 
the product through the plant may be ; at is needed 
to develop modernization business. Behind every sales- 
While this advice applies to the distributor’s sales man should be 


4. Show Enthusiasm 


a regular program of direct mail, says 
man’s overall business activity, it has a special place in Martin. With proper coordination, the direct mail can 


his seeking the extra sales that can come from moderniza coincide with the salesman’s presentation of 
tion, Figroid and Martin explain. In normal selling, the standard products 


new of;r 
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Four-Step System 


@ Artcraft Electric, Wil- 
mington, Del., sells crea- 
tively and aggressively 

@ Here's a step-by-step 


story of one such sale: 


1. Cultivating Customers 


BECAUSE supplies salesman Nick 
Gianoulis (/eft) had been consistently 
asking Congoleum-Nairn plant engi- 
neer Leon E. Crew (right) to try 
Artcraft Electric Supply’s service in 
plant modernization, he ts invited to 
look over a particul iT Knotty pro 
duction problem 

Congoleum-Nairn, Inc., has an im- 
portant contract to deliver plastic 
floor covering for use in the rear 
loading areas of Ford station wagons 
But the existing plastic line drive set 
up is unsatisfactory. The main prob- 
lem: too much tension on the material 
heing processed The engineer ts also 


pressed for time 


2. Specialist Support 
WITH Art mo nts 
cialist, Cl 
OUTS 
he has 
They ex 
Dinations 
problen 
manutact 
for help 
motor 
the eight 
From 
the Artec! 
concern 
Manager 


ceiving 


WCCA 


ing dep 
partme 
order 
Price 
the man 
partment 
Wiimingtor 
the plant 
gineers 
the job fk 
his 


and within 
sends a pian to Artec! 


ELECTRICAL WHOLESALING—November, 1958 





4. Following Through 
CULMINATING the sale, Gian 
nd the plant engineer | 
guis of re ot 

ators INVOlVEs 


ind aft 


Not 
ustome ! | 
man, Nick Gianoulis—follows up 
ts ASP Aggressive Selling 
am 
Ihe account like most tndust 
knows that further modern 
1] hy ne ssury is tm Passes 
creative salesmen lke Guanoulis and 
the firm he represents will continuc 
to stimulate the gt 
ing by aggressively pres 
ideas, products and application 
will make it easier and more 
nomical in the long run to moder 


now 
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ernization 


3. Engineering Know-how 

COLLABORATING with Artcraft’s 
“rs, Robert Patricoski (/eft) and 
Moore , hit) Price 





YW, 


\ Ne 


@ Chicago's Excel Electric Service 
Co. has been successful in promoting and 


selling modernization products. 


@ An important factor in helping to 
increase these sales is salesman Carl Nel- 


son, who stresses a personal approach. 


T takes a lot of insight into many problems to be able 

to sell new products successfully, Carl Nelson believes. 

The salesman for Excel Electric Service Co. of Chi- 
cago adds that selling new products is not an “over 
night” project. 

“First of all,” he says, 
tomer just as well as possible before I show him a new 


“I try to get to know my cus- 
product. I never attempt to push a new item unless | 
first know that the customer has a need for it. There 
is a good market at present for new products in industry 
and they can be sold effectively and profitably. But there 
is nothing worse than wasting the time of a customer 
or prospect when there is no need for the product.” 

e A Visual Demonstration—When Nelson 
there is a need for a new product in a particular plant, 
he immediately brings the item to the attention of the 
firm’s purchasing agent and engineers. Nelson carries 


believes 


PRODUCT knowledge is important. At right, President Joe 
Ferrari checks literature with representative Bill Ketelhut. 
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nh) GY) ou con Personal Efforts Sell 


FEATURES of disrnantled magnetic mot starter are 


inted ut [ 


literature about all new items, but he insists that giving 
a visual demonstration of the product is the most effective 
means of making a sale 

‘It follows the old theory that one picture is worth 
a thousand words,” he explains 

The causes for the success Nelson and other Excel 
salesmen have had in selling new products, particularly 


to the modernization market, often begin before the 


item has been introduced. President Joe Ferrari insists 
that his sales force know everything about a new product 
before attempts at sales are made 

Nelson, for example, takes time out to visit the factory 
to inspect an item when he learns it will be put on the 
market shortly. Often, he is helpful in making suggestions 
to the manufacturer about improvements 

One instance occurred about two years ago when the 
salesman suggested that an indicating light be added to 
the cover of a new magnetic motor starter. The sugges 
tion was heeded, and the addition made 

Normally, by the time Nelson leaves the factory, he 
is very familiar with the new product and knows the 
advantages it can provide for his customers 
e Factory Aids—In addition, Ferrari always attempts 
to get the manufacturer to hold meetings for his sales- 
men where a new product is described and its advan 
tages listed. These meetings are followed up by dis 
cussions about a new product and how to present it to 
the custorner at Excel’s sales meetings every Monday 

“Our salesmen are required to learn everything pos 
sible about a new product,” Ferrari says. “It’s not only 
for their advantage, but it also helps make sales for the 
company. To sell any product—new or old—a salesman 
must not only show it, but also know about it well 
enough to be able to adapt it to many situations.” 

Ferrari insists that his countermen be qualified to 
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roducts 








IMPROVEMENTS in new product are stressed to Ed Henek 


. 
art and Frank Wakup ero Sheet Metal ( 


SUMMARY 






t 














discuss in detail all aspects of a new product When the 


company took on the new line of magnetic motor 





starters nearly two years ago, countermen were told to 
familiarize themselves with the item. A contest then 
was held, with a prize going to the person dismantling 
the starter quickest 

When Nelson says that a lot of insight into many 
problems is needed to sell new products, he lists three 
major points to keep in mind: product knowledge, re 
quirements of customers and a willingness to serve 


“If these are always stressed, particularly the latter 


explains the salesman, “then the introduction and sale 
of new products will take precedence over the price situa 


tion 9 out of 10 times. As far as I have found, more 


customers and prospects are interested in service than 
are interested in price 

e Common Sense Approach—While a combination otf 
insight and service have proved successful for Nelson 
in selling new products, he does not overlook the im- 
portance of common sense in approaching his customer. 
[his salesman’s initial contact is traditionally with the 
purchasing agent. He is aware that the purchasing agent 
is always curious about anything new 

It's amazing—but normal—for this official to inspect 
a new product closely,” Nelson states. “He likes to feel 
it, take it apart and show it to others for opinions 
Often he draws quite a crowd on these instances. 

“In many cases, engineering-minded purchasing agents 
are so pleased with what they see that they request me 
to give a demonstration to plant engineers and electri- 
cians. This, of course, doesn’t necessarily mean I am 
going to make a sale; it does mean there is interest in 
the item.” 

Professional experience by four of Excel’s salesmen 
has proved beneficial in selling both new products and 
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other full line supplies. Nelson, one of the electrical 
engineers, hastens to explain, however, that the engi- 
neering assistance is more in the form of technical 


recommendations to the customer or prospect 
‘In trying to sell new products,” he says, “customers 


vill listen very readily to technical advice and will wel- 


ring assistance if they realize a salesman 


come engineering 
is qualified to render such service. However, I use my 
technical background only for recommendations or to 


assist a Customer who needs a answer to a problem 





I have no intention of taking over the duties of a consult- 
ing engineer.” 


e Schedule Planned—aAs part of Excel’s sales program, 
every salesman 1s required to call the office once each 


morning and afternoon to report his schedule for the 


1 be contacted 


day. In case an emergency arises, he ca 

Each salesman confirms his visits the following day 
This list can then be compared to business coming in 
each week, month or year. With this information, officials 
can determine time spent with various customers and 
where emphasis should be placed. This is an attempt to 
provide a proper amount of service to every customer 

Often, Excel’s salesmen visit their suppliers not only 
to. obtain information but to give advice. The manufac- 
turer seems to appreciate this greatly. During these 
visits, such topics as product features and new product 
needs are discussed. This is helpful to both the distributor 
and manufacturer 

All of this is an attempt to be prepared to give as 
much assistance as possible to the customer 

I never use the word ‘no’ when it comes to an 
answer to a customer’s problem,” Nelson says. “That’s no 
way to make a sale, especially of new products. If ] 
don’t know the answer, I find it someplace—and fast.” 
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APPLICATION from electrical contractor (left), is of the Newport News branch of the Noland 
checked by Clarence R. McGee, credit manager Company. It’s just one step ina. . 


Financing Plan for 


Home Modernization 


@ A time payment credit plan—that's what Noland Co., Newport News, Va., 


has initiated to promote home modernization 


@ And it's not only making salesmen of electrical contractors, but also leading 


them to new modernization markets 


DDING still another role to the 

many functions it already has as 

a distributor, Noland Co., Inc., 

has launched a full-scale financing 

program, one designed to help elec- 

trical, plumbing and heating contrac- 
tors sell home modernization. 

To do it, the Newport News firm 
has created a self-contained subsidiary 
company—Noland Credit Co.—which 
is sole creditor and collector under the 
system 
¢ Helps Contractors Sell—A_ de- 
termined approach to the old problem 
»f getting contractors to sell—and sell 
up—the program is conspicuously free 
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of red tape and complications So, teeling tha I day S compet! 
Iwo brief and easy to fill out forms _ tive situation everything a distributor 
are the heart of the paperwork in- can do is mu he same as other 
volved. They are: a credit application, distributors,” Noland nt ahead “to 
which lists the customary information do something out of the ordinary 
about the prospect; and, a conditional Unusual indeed its plan for 
sales contract, which describes the putting electrical contractors into 
services to be rendered by the con key selling position rom his “cat 
tractor, and in addition, the time pay- bird seat” the contractor logically 
ment terms links Noland to the homeowner. If a 
It took two years to work up the modernization job requires the ser- 
plan, and the company first made sure vices of a plasterer or carpenter, he 
banks would not be offended. “Are _ will sublet to them, thus making it 
we infringing on your rights?” the convenient for the customer to pay 
company asked. “No, sounds like a_ only one bill 
great idea,” answered the banks e Selling Kit—-To do their selling 
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Noland’s Forms for Financing 


1. First comes the credit application 





T APPLICAT ON 
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Ae prroreee on eavease pay and amount to pay per 
month are indicated on reverse 
side, as are improvements to 
be made. If presently indebted, 
prospective customer must indi- 
cate how much and to whom. 
Routine information is also in- 
cluded in this key form. 
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2. And then the conditional sales contract 
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Financing Plan (cont.) 





Home modernization means 
a good profit potential, 
Noland believe. 


With hard work and pro- 
lific promotion, they hope 


officials 


to realize that profit. 


contractors are with a selling 
kit, newspaper mats, mailings and lit 


A Richmond 


many of the 


armed 


erature idvertising agen 


cy supplies ideas for 


these tools 
Noland 
(27 are currently using the plan) will 


work 


Contractors are 


Contractors at 31 branches 


with individual credit managers 
given a “Dealer Man- 
containing a contract form 
which, after having been signed, es 
tablishes the working agreement 

Also in the manual are: a booklet 
explaining financing, a rate card, a 
Statement of the Noland terms, and 
an explanation of the contractor’s role 
in a 10-step summary 
e Contract Terms—The 
these: no contract may be 
$100 or over $3,500; the contract’s 
term may not be less than six months 
nor more than 36 
monthly payment is 

[he procedure for time-payment 
selling for Noland’s contractors is a 
fairly simple one. Having gotten the 
buyer’s acceptance of the job and the 
credit terms, the contractor fills out 


ual” 


terms are 


under 


and minimum 


$9.50 
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CONTRACTOR Al 


DS 


tractor 


“The Contractor Must Know 


pproval. When 
performs the 
ind oot 

certificates 


then pa\ ne contract 


and sends ustomer 
1 coupon payment book 
ments go to the 


port News 


Promotion efforts in 


branch 


behalf o! ic 
direct mail 
Announce 


program center around 
and newspaper advertising 
ments and gimmick letters, in addition 
to newspaper ads, are designed to in 
form the public just how practicable 
Noland 


ng mailing, 


modernization can be even 


inticipates hand provided 
ontractors furnish the mailing lists 
e Road Show—lIn 
other missionary efforts, the company 

skit at its dif- 
ferent branches to dramatize its time 
financing plan 


addition to its 


is using a road-show 


Noland 
ocedural 
to obtain a 


it by 


steps 


are pre 
tor’s-eye view 
istomer’s ac- 
moderniza- 
a check 
pay- 
The 
the home- 
ind the credit 
s narrated by John 


posed 

es with 

coupon 

customer 

owners ractor 
manager 
s secretary 

s the easy 

wat es 
sented on a 
gradually. 


lhe sk eing pre 
whistle-st« [ Campaigen 


We re 


gradualls rou 


troducing the program 
ghout our branch 
Noland Jr., chair 
of the credit com 
want to make sure 
stood for maxi 
t of all the contractors who 


t's thor¢ unde! 

mum den 

see it 
Newspaper publicity precedes each 


road performance and entertainment 
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CHECKING 


BRANCH 


That Modernization Can Pay’ 


° 
N 


gram 

e Time Counts—Bel 

es the well deve Ik ped 
selling on time payments 
calls more palatable to 
than paving all of the 
one c ish bundle 


the 


< 


As a spokesman for tl 
put it, “It’s fairly obvious that a pre 
pect who knows he can buy a moder! 


zation job at a small monthly amount 

more likely to decide upon modern 
ization than is a prospect who thinks 
only of the over-all cost. It puts re relative ¢ ! ! ct f the company 
modeling within the reach of more edit departmer ids t > remarks 
customers,” he adds, “both in reality yt e credit company » far we ha een able to de 
and in their thinking.” fficials hav i 


I tale needs tools 0 ter C { co pany has lost no 
The company very early decided t rtisir lavs. promotion 


charging interest 
not enough if the 


to restrict the service to “prime’ 
tractors. Why? “Because,” the 


con we have had 
com uvel t know he can nany favorable report f customer 
pany thinks, “we want to encourage ifford t modernize on time pa' ea I (Also) a sizeable 
the contractor to go into complete 


modernization wholeheartedly. Only 


addi 
nts s being realized with 
e Proportionate Reduction P tendant expense 
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Selling Tools to Modernize 


@ Tool specialization 


at Standard Electric, Oakland, 


Calif., helps to sell modernization to the contractor. 


@ President W. R. Edwards stresses that personalized 


service is an important selling point in the program. 


ELLING modernization to _ the 
electrical contractor by specializ- 
ing in tools and other contractor- 

used equipment has put Standard 
Electric Supply Co. in a strong and 
profitable position in Oakland and 
the five counties of northern Califor- 
nia this 8-yr. old firm sells. 

Modernizing the contractors’ work- 

ing methods has become Standard’s 
specialty for at least three 

e “A small independent distributor 

has to create an identity in a market 
as competitive as here. He has to do 
something that sets him apart from 
the other wholesalers, either big or 
he couldn’t compete for long 


reasons: 


small 


motion of Standard Electric Supply Co., 


78 


MOBILE TOOL display, set up in panel truck, is major pro- 
Oakland 


on just explains W. R 
(Bud) Edwards, president of Standard 
course, 1s 


the small 


a price basis, 
“Personalized service, of 
the feature most offered by 
independent, and we make it one of 
our selling points. But we wanted 
something more, 
cialty that 
tunities with products in which there 
a decent profit. We found 
tool 


particularly a spe 
offered us selling oppor 
would be 
the answers in 
specialists for the area.” 

e “Modernizing the contractors by 
featuring the tools and equipment 
they use, was a wide open market 
for us,” Bud Edwards continues 
‘Practically distributor in the 


becoming the 


every 


taken to 


wards (right 


Calif. It is 


contractor's 
shows Contract 


complete stock of 
them 
busi- 


area has a pretty 


equipment, but none of 


phase of his 


this 
really pushes that 


ness. They are concentrating on the 


construction ma 
Since 


volume business in 
terials or the industrial market 
we made tools our specialty we have 
most of the contractors thinking of 
us when they want tools or the parts 
tools use—they 
distribu- 
items in 


Standard 


or materials these 
that 


have 


most of the other 


ibout the 


know 
tors Same 
stock, but they feel that 
knows more about tools and can help 
right item 
have 


them better in ordering the 
They 
been out to tell them so 


feel that wav because we 
and to show 


them our tool lines 

e “However, we haven't made this 
by getting tool busi- 
ness that would have gone to other 
jobbers,” Edwards points out. “We've 
found that the average electrical con- 
only have his 


success merely 


tractor not needs to 


tools modernized, he is anxious to 


do it if he is approached on a sound, 


selling basis by the distributor of 
Every journeyman electrician in 


$6.02 


tools 


this area costs the ontractor 


an hour wage benefit taxes, etc 


While there work for 


tractors right now, the bidding 


con- 
is very 


competitive more the contractor 


= 


parking area where President Bud Ed 
Bill Goulart newest tools 
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can get from the journeyman for that 


$6.02, the better chance he has to 
get jobs and to make a decent profit 
on them. Modernizing the tools his 
men use 1s One of the answers for 
the contractor—so when we go to 
him, understanding his needs and com 
pletely familiar with the new tools 
we are Offering, we develop new 
business.” 

e Another very important reason 


why Bud Edwards and his Standard 
Electric Supply Co. have been put- 
ting their efforts behind modernizing 
the contractor through specializing in 
tools is the profit opportunity. [t is 


i business with a 33-35% gross profit 
ind it develops a steady business in 
tool supplies, parts and accessories 
that carry profit much better than 
construction materials. While ELe« 
TRICAL WHOLESALING was interview 
ing Edwards, he received a ‘phone 
order for two tools, totalling $285 
which he had shown to this contr 

tor recently. The gross profit on the 
order was $95. “Can you imagine the 
amount of building wire that would 
have to be sold at the going price to- 


day to come near that profit,” Edwards 
commented 

The tool 
able to Standard 
distributing 
to that 
tablished with older and larger 
salers in Oakland or San Francisco 
Obviously, accounts 


they tool 


profit 


viven 


business has been 


because it has 


this smaller house access 


accounts long have been es 


whole 
large be 


thei 


these 


now do busi 


Standard, 
their 


cause 


ness with are not turning 


over all business. Price is. still 


the 


orders 


large 


othe! 


most 
the 


position 


factor on 
and Standard 
distributors is in 


on 


dec iding 
with 
no 
this 

which is 


smaller 
profitably basis 
there is still 
wholly 


through 


to 
But 
not 


compete 
business 
on a basis 
the 


tool spec alist 


bought price 
Standard 
it has developed as a 


has a better chance at 


and reputation 


now these 
orders 
e Extra Attention for 
modernizing contractors’ operations ts 
for Standard 
staff 


Tools 
a successful specialty 
because Edwards 


these products extra attention in their 


and his give 


selling efforts and through § special 
promotions. Few distributors of any 
size equal, in breadth and depth 
Standard’s stock of Burndy, Greenlee, 
Inland Ladders, Milwaukee, Price & 
Rutzebeck, Remington, Ridgid, Silvey 
Hickeys, Toledo and Truco. Few dis 
tributors’ men know these manufac 
turers’ products, their design, con 
struction, applications and time-say 


ing features as well as Standard’s 
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Selling Tools (cont.) 


Time-saving Benefit Stressed 





staff, which has made it a practice 


every type of product in 


demonstration — the 


to receive 
tormation and 
manufacturers can 
make 

“Having the stock 
isn't “Our 
men have to Impress contractors with 
their their 
application to the contractor’s work 
Then the contractors will tuink of us 
when they need tools or supplies be- 
they know we have the 
and they when 
make suggestions on the 


representatives 
available 
lines and the 


enough,’ says Edwards 


knowledge of tools and 


cause will 


answers, will listen 
our men 
need for new tools 

Bud Edwards keeps his staff will 
ing to be tool specialists, and alerted 
to the sales of tools by emphasizing 
the profit that they produce compared 
to the other supplies and apparatus 
they sell. And the salesmen carry this 
thought of profit into their selling of 
tools to the contractor by putting the 
emphasis on the profits the contrac 
realize by having new and 
better tools than the men 
are now using 
e “Time-Saving”—Of 
portance in this selling, says Edwards 
“labor-saving’ 


tor can 


ones his 
particular im 
is to avoid the words 
and substitute 
contractor, it means the same; to the 
journeyman electrician, “labor-saving” 
may prejudice him immediately. Many 


“time-saving.” To the 


features of the tools needed today to 
modernize a contractor’s crew are de 
sired by 
operation, 
dling, versatility 


the electricians speed of 
lightweight, ease of han 
Featuring those sales 
staff gets the inter 


elec tricians as 


Edwards 
est of foremen 
well as the contractor 

Standard has 
in its tool specialization than putting 


points, 
and 
gone much further 
out salesmen-specialists backed up by 
a well-stocked One of Stand 
ard’s suppliers, in talking with ELe« 
TRICAL WHOLESALING, 
Bud Edwards as “a tool 
One contractor 
five-country area 
one morning, find a 
Standard 


could use to advantage 


house 


referred to 
hustlin’ ras 
in the 


cal.’ reason: a 


may open his mail 
brochure from 
some tool he 


find a Stand 
ard salesman waiting to see him with 


describing 


a sample of the tool to demonstrate, 
NECA find a 
tool display outside, visit 

that afternoon to find the 
traveling Standard tool display being 

shown to the foreman, go to a 
manufacturer - Standard sponsored 

dinner that night to find that the 
traveling tool display was parked out- 


go to his luncheon to 
Standard 


his job 


side the hotel and a demonstration 
of tools was included in the program 
many modern 
tools might not come in one day ind 
sooner or later they'll 


Standard a it 


i hese exposures to 
evening, but 
happen—because 
that way 

e Direct Mail 
flow of 


i dwards 
mail 
information on 


keeps 


steady direct going 


contractors to spread 


not only the new tools that are ts- 


recent ones for which 
most 


sued, but other 


there is still a big need among 
contractor firms 
type of promotion,” Ed 
‘We have to keep 


first 


‘Tools need a steady 
institutional 


wards points out 


the drum 


beating about oul 
tools, and 


tools as one of the best 


position as specialists in 
second about 
wavs for a contractor to save money 
today. It in- 


way 


nd make a profit 


stitutional because it paves the 


for our men, particularly into ac 


counts we have not been selling 
Also, because the promotion may not 
until the next time 


a big job coming 


have any results 
that contractor has 
up or when he has some particular 
problems on a job 
e “Tool Show” promotion 
that set Standard more tool 
specialists was a “tool show” held in 
More than 
Standard by 
invitation to see the displays and 
demonstrations of contractor tools by 
Burndy, Greenlee 


Mining, 


Another 


solid as 


its warehouse this spring 


100 contractors visited 


representatives of 
Milwaukee, Minnesota 
Price & Rutzebeck. 
¢ Traveling Display 
investment in 


and 


Standard’s long 
this 
“traveling tool 
bought a 
panel truck which 
opening on one 
door On a type of 
board” on the 


range specialized 
displ iv.” 
Volks 


two 


field is its 
Bud 


wagen 


Edwards new 
has 
side is 


wide doors 


well iS 1 real 
metal “peg interior 
arranged a sam- 
tool that 


contrac 


Edwards has 
ple of every type of small 
Standard available for 
Pipe threaders and other 
stored on the floor 

While Edwards has not yet explored 
the full promotional features of this 
tool display, the truck has 
been a big several types 
of tool promotion. Standard’s 
men make the most use of it, taking 
it on a special call to a contractor 
There the contractor, and often men 
from his staff. go outside with the 
salesman to receive a very impressive 
presentation of the tools available to 
help the contracting concern modern 
ize its operations 


Ww alls 


h is 
tors heavy 


tools are 


mobile 
success in 


sales- 


t } vir 


DISPLAY AREA at Stand 


Very efi ive use of the mobile 
recently ata NECA 
Stockton, Calif 
Standard 
demon 


display 
regional 
Right outside the meeting, 
set up I c will tool 
Strations manufacturers’ 


represent ve ractically every con 


tractor Of importance in the area was 
few did 
that 


Was serious 


present al eeting, and 


not spend shown 
Standard Electric pply 
bout bein headquarters for 
contracto 
Impac 
for the 
play,” says Bud Iwards. “It ts 
likely at n ntrac in this 
to aS many 


major reason 


mobile dis- 


i Ceess 
very 
area 


was ever exposed tools 


importance to him at one time 


The displ 


considel 


chance to 


com 


him a 
h f the tools in 


parison to what he 


already knows 
using 
similar 


suitable 


about the tools his men are 


He has 


to see which Is 


chance to 


compare 
more 
And 

ones which 
Very 


chance 


tools 


for his type of jobs there are 


always one or two new 


he may not have seen before 
course, is the 
has to handle the tools 


tool, 


important, of 
the contractor 
Once he 
and has it demonstrated properly to 
unlikely he will ever 
satisfactory 


+ 


gets the feel of a new 


him, it is feel 
his old tools are 
e Growth Market 
that Standard yet realized the 
full potential of the tool market 
“There is a terrific future in modern- 
izing the contractors,” he states. “The 
of labor is 


| dw ards feels 


hasn't 


cost 


increasing 
major 


steadily 
the contractor’s problem. He 
has to modernize his 
keep up to 
and to make any 


operation to 
competitive, 
Time-saving 
going to be more and more 
him. And we intend to 
him 


date, to be 
money 
tools are 
important to 
sell them to 
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Besides Selling Modernization 





nb Y) What About Modernizing 


Your Own Facilities? 


What About Building A Drive-in? 


OLD facade of Johnson Electric Supply Co., in Cincinnat MODERN 


ved where 
Ohio. This was in 1955, when 


Johnson had its eve on ex transportatior downtown 
t 


pansion. They were located in the downtown area too Shipments 
cramped for the move. What did they do? They built a 


service 





What About Converting to Self-Selection? 


FROM THIS archaic (90 years old) and cluttered sales 
counter where bottlenecks were routine—countermen were 
always leaving the floor to assemble orders 
Electrical Supply Co. in Hagerstown, Md 


FO THIS supermar 


sales-checkout counter yu 


itor Now 


de customer traffic. Two 


there’s a 
Iristate salesmen handle the floor 


uiding customers when needed 


converted one never leaves it Inside and 


out, it's paid off 
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From Shelving, 
To Selling, to Billing 


..» GOOD IDEAS are worth every bit of repetition. | 
Keeping with the “Plan '59” theme, ELECTRICAL WHOLI 
SALING has dug into the past issu irbitrarily picking 
the cream of the modernization crop Ihe 


to you in order to help provide the inc 


i fast Start into tough and coming ‘59 
Washington is hind you too. Now there 
t2x laws making it possible for businessmen t 


3 of modernization investments in the first 


Significance: machinery juipment easier to buy 
want to modernize, it t asier to borrow money 


operating losses ¢ carried back three years instead 


of two 


MORE REELS—One hundred reels are accommodated 
in 12-ft. x 30-ft. cutting area of McNaughton-McKay 
Electric Co., Detroit. Installation of racks beat the old 
problem of wire and cable handling esults: plenty of 


extra benefits (EW July ys 


BILLING—New billing system at Lighting Fixture & 
Supply Co., New Orleans, has cut down on billing person- 
nel and time taken in writing invoices. Bruning machine 
(above) is used. No typing involved, and a day’s work is 


done in three hours (EW—May, 1958, p. 57) 


82 


What About Modernizing 


FLOATING SHELVES 

by Jno. I Graybill & C¢ 
p. 82), allows countermer 
make quick selection {i 


nventory 





NEW RACKS—Louis Sher 

N.Y inspects latest additior 
racks were installed six months { 
vire, make handling swifter efficient. The 


acks were built under suggestion award” 





o atten 
BOOKKEEPING—Two new office machines that prevent 
bookkeeping bottlenecks and eliminate billing backlogs 
are used by Northland Electric Supply Co., Minneapolis, 
Minn. Burroughs Sensimatic machines (above) helped firm 
to develop a simple system (EW—November, 1957, p. 66) 
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Your Shelving? 


STEEI 
Co 


What About Modernizing Your Counter Selling? 


( 





Ww 
Neo 


SHEI 
Bend. | 


I ; : 
. ‘ | 


IRE VES—FEr 


EW 


HARGE PLATES—Atk 


} 
cn 


FLEXIBLE SHELVING—Oa}h 


H 


WALI 


( 


OAC Ma 





DISPLAYS 
XX ¢ 





Co-Op Electric Supply Co., Chicago, 
especially in 


MICROFILMING 
uses microfilming to cut 
handling. Purpose is to record copy 
no typing; 


costs 
Advantages 
reduces 


inside 
can 
OC.; file 


accounts receivable, 


April, 1957, p 


film 
space (I W 


3) 
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AUTOMATION—Staggering paperwork has bit the dust 
at Doubleday-Hill Electric Co., Pittsburgh, Pa., with 
the introduction of data processing machines. Stock con 
one daily report; big speed-up 


July, 1957, p 


trol is easier; now only 
on mailing invoices (EW 


46) 





What About . . . (Cont.) 





Speeding Up 


Customer Service 


MAIN SALESROOM is the name of 
this self-service area. It belongs to the 
Loeb Electric Co., Columbus, Ohio, 
and features supermarket convenience 
Bulk of this business still is over 
counter (EW Nov., 1955, p. 64) 


Keeping Reference 
Books Alive 


PHE CATALOG is kept alive at Mid- 
Florida Supply, Inc., Orlando, Fla 
Salesmen like Mel McCoy (center) 

are pointing up new products by using 

2 fresh reference sheets supplied by man 
cA ufacturers (EW—March, 1958, p. 48) 


4 


Installing 


Labor Savers 





» 


DNE OF TWO hydraulic lifts is seen 
being raised at Wholesale Electric 
Supply, Houston, Tex. Supplies can 
be raised to the level of truck beds, 
saving much physical lifting (EW 
February, 1958, p. 46) 
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fer re) fe 
sit ore Pre re Jer) fr 

- | | 


when there’s one line that truly meets ALL your time switch requirements ? 


JUST COMPARE! 


whether you stock one line or four— 


Can you give your customers 
Astronomic, Skip-A-Day, Seven Day, Intermittent New TORK 
Program, and Momentary Contact Timing? _ Se tidyptigones 
Can you offer them 
55 Amp capacity, 3 Pole Switching, Reserve Power in 


case of current failure, Service entrance-time switch Po ” 

combination models? , 
Can you provide them with ; 
4 


es 


An economical low priced “leader” with an extra 
heavy-duty motor whose temperature range is —60° 
to +200°F? 

A profitable “‘step-up” line that features lug terminals 
taking up to No. 6 wire without bending? 


An enclosure that permits instant removal of entire 
mechanism without screws? 


Fact is, TORK now provides all these and many more... it’s the only line you'll —~—-- —— 
find both economically priced and widely specified by consulting engineers and 
architects. It'll pay you to stop wasteful duplication of lines... to standardize 
on the line that enables you to render the kind of service you know your cus- 
tomers appreciate. 


Join the rapidly growing 
list of selective TORK 
Distributors NOW! See 
your TORK Represent- 
z ; ative for full details or 
TORK =v 
MOUNT VERNON, NEW YORK ——— 
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Pinpoints the Information You Need on 


Signals — III 


By J. F. McPartland 
and W. J. Novak 


Sprinkler Alarms 
Fire Alarms 


Burglar Alarms 


Transformer Alarms 


Smoke Detection 


Door Alarms 


yenel 
tor horns 
vide ready hearing 
Automatic 


ictectors to sense danger ten 


atures and to actuate.alarm 

accomplish other actions to minim 

the hazard—such as disconnectin Hold- 
ms of tl 


blowers which would create draft o1 


) 


Up Alarms 
( IS typ iT on 


closing dampers in ducts to prevent 


drafts. The thermostatic detectors 
such systems act as switches otter 


circuit, closing or opening « ng mounts of money 


ous temperatures. Automatic where holdups might 


ire especially important n ire it usually consists of 


Next Month: Connectors 
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qp IDEAS FOR I-T-E DISTRIBUTORS 
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Tranfo-Unit 
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Metal-clad switchgear 


























COMMERCIAL BUILDING 

















circuit breaker 
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Tranfo-Unit " 
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dH 
(8) a\8 Low voltage 


drawout switchgear 
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INDUSTRIAL PLANT 
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Secondary Low voltage an 
unit substation 0 power circuit breaker ir 1B AF 
A -) es . 
Molded case j | r—L 
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circuit breaker 0 | A 
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Low voltage 
Molded case 
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bs power circuit breaker 








circuit breaker 











New profits through modernization 


for both you and your customers 


The I-T-E products shown here—used for electrical distribution, control and protection 


special significance to customers engaged in modernization programs. This equipment offers them 


the new efficiency they are seeking by providing simpler operation, reduced maintenance and higher 


performance ratings while occupying the same—or less—space. 


If you need additional information about any of these products and the parts they can pl 


ay in 
modernizing a commercial building or an industrial plant, feel free to call on your nearest I-T-E 


sales office. I-T-E Circuit Breaker Company, 19th and Hamilton Sts., Philadelphia 30, Pa. 


|-T-E CIRCUIT BREAKER COMPANY 
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Get on the profit target 


by promoting 
— eT 


and selling Quality... se// 


THE BEST COSTS LESS INSTALLED 


Quality on the shelves...quality on the job... is quality you can 
sell. All reasons why it’s good business to get on the profit 
target with Republic’s ELECTRUNITE® E. M.T. Because... the 
best costs less installed. 


Quality is built-in. ELECTRUNITE is produced by one inte- 
grated, responsible producer, Republic, who controls quality 
from mine, through mill, to finished product. Republic 
ELECTRUNITE meets Underwriters’ Laboratories Standards, 
Federal Specification WW-T-806, latest revisions, and 
American Standard Specification C80. 3. 

Quality you can measure. Every length of ELECTRUNITE in 
all popular sizes is “INCH-MARKED’’® in feet and inches. Fast, 
accurate, measuring. Quality you can see. Exclusive “INSIDE- 
KNURLING”’ features ball-bearing like surface that reduces 
wire pulling as much as 30%. Full length “GUIDE-LINE” 
keeps bends in the correct plane—eliminates “wows”, wasted 
time, and materials. 

Quality selling, too. Powerful national and regional adver- 
tising in leading trade and industrial publications reaching 
your key customers and prospects. Supported by the largest 
direct mail, merchandising, and sales program in the industry. 

Get on the profit target, stay on target with ELECTRUNITI 
E.M.T. Call your Republic representative, or write direct for 
facts, figures, and information. 


REPUBLIC STEEL 


STEEL AND TUBES DIVISION 


Cleveland 8, Ohio 


eeeeece eee 


eeeeee eees 





eecteumire 


“INCH-MARKED"® . . . an exclusive sales 
feature that teams up with the ELECTRUNITE 
Bender for easier fabrication and installo- 
tion. In sizes Y2”, %”, 1” and 1%". 


—s 


"GUIDE-LINED”... newest sales feature for 
easier bending alignment and better visi- 
bility. Eliminates “wows.” On sizes Ya", %”, 
17 and 1%", 


jaa 


INSIDE KNURLING . . . another ELECTRUNITE 
exclusive. By actual tests makes wire-pulling 
easier. In sizes “2”, %" and I’. 








ACCEPTANCE... first in preference by brand 
name in unbiased surveys...an ELECTRUNITE 
feature. 


BENDING INSTRUCTIONS 
eee for the ELECTRUNITE® 
bending system...an 
ELECTRUNITE extro. 


e*eeeeeeeee 


eeteeeeeeeeaeeee eee eee eer 


Seeeeeeevceeeeeeeeeeeeeeeeeee eee 


eeveeceaceaeeee ee eeeeeeeeeeeeeeee 
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NEWS FOR THE INDUSTRY 


Where Do We Go From Here? 


@ The recession is dying, leaving a legacy of riddles 
Wall Street is having a boom, but what of Main Street? 


@ The Index of Manufacturing Capacity has had a check- 
up. Diagnosis for industry: plenty of modernization. 


ECONOMY 


HE U.S 


The Big Three 


‘ | 
(1) A high level of personal income 


(2) A 


ment spending 


special booster from = govern- 


| rh 
(3) A 


rapid reversal of 
ventory policy— 


business in 


lit 
ait 


e Inventories 


November 


e kederal Spending 


ther §$ Or Altogether, thes 


spell what could be and well may be 


the start of a boom. 
Boom Psychology 


W St 


Operating 


Dec 
Industry 


Iron & Steel 68 
Metals 74 


Machinery 6 


Nonferrous 
Electrical Machinery 76 
Autos, Trucks & Parts 76 
Transportation Equipment 74 
Other Metalworking 

Chemicals 

Paper & Pulp 

Rubber 

Stone, Clay & Glass 

Petroleum Refining 

Food & Beverages 

Textiles 

Miscellaneous Manufacturing 


ALL MANUFACTURING 
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Spotlight on Individuals 
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Lake Michigan Club Meets for ‘58 . 


Kemasngeas There Was Business .. . 


PIN-TYPE 
SOCKETS 

















\ 


Ga NEW CHAIRMAN, L. B e (right), Electr 


oy elke dot ge ER ae 


. and the Usual Fun 


oor 
FACT 
me 
SCH 


are now LC Ori 
COMPETITIVELY 7 
PRICED 
with 
RUBBER PIGTAIL 
SOCKETS 


wine AD 

ps 
SAVE TIME 
and $$$ 


meeting i ot { St and C sitic il in tri 
truthtul say tf Nia in nest vell pla a Vel Nose remarks oO 
tl ittend the onsibilities of trical 
h Ver or tf the ndor al management led 
eT | ] | A I ne stril } md ad 1] try ! } n ‘ 
ito ite 1 ita tu cl A ‘ il } { ! 1! if | mul 
a th meeting of the L wel ome nell fj 
<> nig t I ‘ c mM sign Of drstre 
tor te nch ndiat ¢ Salesmanship | 
fi ctober t ISS to the Lake Michig >on Sak 
igh pr r the meeting w manshiy f K ol \ prov } 
Me ermediat Candelobra not so mu for the hotel by J. Porter Henry, Jr., 5 ot 
Porter Henry & ‘ 
‘ 


BUY UNION! exatres . + Ba for the choice o onto ts oma oan 
UTC MIASIUGMAIEMG@OME | ond chairman of the meeting, awem. “Granted” he 
Parkersburg, West Va; 


| traiming 


poge 94 
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Now QMQB Fusible Switches 


®QUICK-MAKE, QUICK-BREAK 
°30 THROUGH 1200 AMPS 
*VISIBLE BLADE CONSTRUCTION 


FOR PANELBOARDS, SWITCHBOARDS, CONTRO! 
CENTERS heavy-duty design meet i ! i 
increased power handling 1 


1200 amperes, 600 volt — the 


VISIBLE BLADES FOR MAX. INTEGRAL HANDLE MECH- DEIONIZING ARC QUENCH HIGH PRESSURE FUS 
IMUM SAFETY ~ Let j ANISM FOR GREATER CON- ERS FOR COOLER, FASTER HOLDERS FOR LONG | 
ee at a glance whether VENIENCE —} ‘ ‘ INTERRUPTION — « RELIABLE SERVICE 

s *Q> ‘ etir ‘ 


\ 


FEDERAL GPraciric 





Don’t burden yourself with 














Lima B — 
=. 












































insurance problems 


Your Liberty Mutual representative 
will conduct a free survey of your insur- 


ance program...may save you money 


Look for more from 


LIBERTY MUTUAL 


.--the company that stands by you 


of the Finest 


ing snot Tt 

[her 
the lid off 
in the 
distributor 
f 


operaulo 


goes trom her 

James F. WI 
vice pre lent 
Inc had s 

e Planning 
ire making pl 
thereafter—t« I yusiness that 
he 


1065 


and 


will be ble th ) 1 vou 


ready for t? 

e Multiplicity of Lines Don't try 
to bet on vel hor the race 
Statistics show that re bound to 
lose a bundle. Bet on th ire things,’ 


the favorit ilways come 


ed on page 98 
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Here’s the product and here’s the plan... 


- 


to boost your Lhorabse (Ota DAG 


Cable prove 


here’s the product: 
MOLD-CURED OKOCORD... 


the toughest, most dependable cords and cables ever made! 


Your customers will forg 

cord or cable failures o1 portable ools nd equi} 
ment when you supply them with OKOCORD 
OKOCORD made with t 

construction and strong 

rugged sheath that’s been 

That’s why OKOCORD 

everyday 

abrasion, moisture or mecl cal damage. OKO 
CORD ... the port le cord ible that saves 
money by lasting 


even under the tor 


and here’s the plan: 


A comprehensive, hard-hitting advertising and sales promotion program designed to help YOU sell, profitably! 
Soon we’re going to blast off a promotional campaign that will cover every type of industry 
your area... that will urge your customers to buy OKOCORD—and buy it thr ; 


ay . 
> Bo dire ct to your customer for your custo 


A direct mail campaign ... Abrand new 
with five mailings at regular catalog which ¢ 
intervals throughout the OKOCORD size 
Fall will tell your customers : 
the facts on OKOCORD. 


for your mailing lists back up your sales 


... Colorful, attractive : ...A national advertising campaigr 
envelope stuffers are - ae will include full-page ads which will 
available to you for < : appear in electrical magazines as 
distribution to your own a — well as in engineering, contracting 
mailing list. o” and mining papers. 
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BUSINESS INDEX for August 1958* 
NATIONAL PICTURE: 





ee 





Te 1947-49 = 100% 
40 


ESTIMATED 











ime 


—— = 























% CHANGE 
July ‘58 Aug. 56 1958 from 1957** 
-<* 


See eerie 147 150 172 
148 


Inventory Vt 114 


SALES INVENTORY 
(°e Change) 


REGIONAL PICTURE: =. 


From 
July ‘58 Aug. ‘57 from 1957 July ‘58 Aug. 57 





EAST NORTH CENTRAL .. 


WEST NORTH CENTRAL 


SOUTH ATLANTIC 


WEST SOUTH CENTRAL 


MOUNTAIN 


4 4 4 
*For electrical apparatus, supplies distributors. Source: Bureau of Census **Eight months 1958 from eight months 1957 
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HOW AN F a QUALITY 


means finer conduit fittings for you... 


On the shelf, one conduit fitting may look as 
good as another. But, on the job, Cetumbus 
brand quality stands out . . . makes installa- 
tion faster .. . fishing and wire-pulling easier 

connections absolutely tight-weather 
and corrosion-proof. 


Cotumbus brand dimensions, gauging, 
tapping and threading meet uniform stand- 
ards on each type and size of fitting 
chamfering is accurate . . . reaming is per- 
fect. That means no complaint from cus- 
tomers, more repeat business. 


Even packaging is designed for the greatest 
usefulness. Convenient-sized cartons with 
large, easy-to-read identifying labels offer 
you efficient handling, shelf-storage and se- 
lection .. . at no extra cost. 


Tell your customers about the trouble-free 
dependability of Cotumbas fittings. Sell 
them once and they'll be back for more. 
Eleven warehouses are conveniently located 
for speedy delivery. 


Look for the U.L. label 


when you buy conduit fittings 


Sold only through recognized wholesalers 


BRAND 
CONDUIT FITTINGS 
CONDUIT PIPE PRODUCTS COMPANY -— COLUMBUS, OHIO 


PIPE COUPLINGS ¢ PIPE NIPPLES + ELBOWS, RIGID & E. M. T. 
RUNNING THREAD « GOOSENECKS + WALL PLATES 
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NWEW STEBER RLM REFLECTORS ~— “One of the Finest” 


WITH THE PROFIT-SAVING —- 


SUPER-LOK ADAPTOR HEAD 32)" 


VERTICAL 
PENDANT 


ones 


- e Ethics in Business 
HORIZONTAL tridutors = tollowed 
OUTLET ADAPTOR down in the NAED 
Te) | : 
Ye) Vale) | ~ the problen of ve usiness would 
be solved 


° —— in the Industry [here 


those who make things happen 





shore iT¢ those Ww he watch things 
happen; there are those who just don't 


High Grade Vitreous Fired 
Porcelain Enamel Standard 
Dome Reflectors have Venti 
lated Necks providing a 
self-cleaning action cutting 
maintenance and providing 
higher light ‘levels 


Know when things are happening 
They e the people with their eyes 

shut. Whic of thes« you? 
R. Stafford ( r< president, Ed 
7 n the ( ross 
roa tribu r the elec 
rical Olesaling industr Compar 
ing the hard re distributor with the 

ic " 

| Cy) , electric dwards pointed out that 
- f the mara 0 la jealously 
x x. guarded its right to distribute a great 
: 4 majority of the products produced by 


hereby gained 


r oe ‘ *3 f fe Tid ts x _ I maust! n la t t 
i rmer ftoothold with its manutac 
‘ ‘ ul pplic 2 OL Sé vitk i 4 lec 
Steber Super-Lok sockets are ge ‘1 e , 
‘ cal distribut ‘ nly a 


so that you can stock a medium and : ssiendos ri “ee ' 
mogul base socket to meet all of your MEDIUM oat j | : om an 
goods prod d in the electrical in 


mounting requirements pendant, out- ———— 


let box and horizonta dustry goes through the hands of th 
yet so much 
A Super-Lok adaptor head saves you 6) re could | hanneled through 
money. You stock only two types of hese distributors if the right kind of 
socket heads . With lower inventory you MOGUL ffort were concentrated at that level 
actually offer your customer a more com- ] }U ight 1 t! stributor is 
plete line of fixtures The elec 
reached the 
Super-Lok reflectors are available in iis ts tm 
porcelain enamel or durable Ultranamel ie ee lie oe sabe we 
finish. Standard Dome and Angle reflec < the gant? The futare ties dowe the 
tors in porcelain enamel meet “RLM” i af and the tons of Mr. Bawerd 
specifications and bear the “RLM” label. bi ne ee oo hat the time 
Shallow dome and deep bowl types are ’ ; Kew elasations diapers to 
also available - choose between the two courses 

e Growth Plus Responsibiiity—In 


dustry growth and the distributor's 


Two Super-lok sockets re- 
place six old type sockets 


responsibilitie n its deve lopme nt were 


@ - touched on two other talks. C. ¢ 
Mendler, vice president and general 
One Super-Lok socket with sales manager 0 e Sunbeam Corp 
two fittings meets every re- 
quirement — pendant, outlet 
box and horizontal mounting 


Write for 
ese Bulletin No. 1093 visualized an even greater growth for 
the small appliance business than that 
which has taken place in the last ten 
years. The small retailer, he said, ts 
far from out of the picture and his 
company's planning includes a strong 
’ a network of such small dealers serv 
Lighting Units STEBER for Every Need iced by the electrical distributor 
We cannot overlook the fact. he 
STEBER MANUFACTURING CO., DEPT. 71, BROADVIEW, ILL. remarked, that a business must be 
STEBER MANUFACTURING CO. OF CALIFORNIA, 242 S. ANDERSON ST., LOS ANGELES 33, CAL profitable if it is to attract the right 
Divisions of The Pyle-National Company kind of companies. Nor is the small 
STEBER-WOODHOUSE, LTD., 33 Ingram Drive, Toronto 9, Canada appliance industry apt to forget that 
Subsidiary of The Pyle-National Company Continued on page 100 
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(ai Ware 


SHERARDUCT 


Lasts a Lifetime. 

Not just galvanized, but 

alloy-galvanized. 

“Exclusive” new MVC-1 viny! 

coating. 

Time-saving, money-saving— 
easiest bending of conduit 
easy to work into job. 


End to end protection. 
Complete seal at connections. 
Easy fishing. 


mnigherhchoa i cohaiy ight SHERARDUCT will 


{' [ cle | (once 


stay 


ALLOY-GALVANIZED: Ihe Sherardi 

rt ng actually alloy nc t tee! [or 

4 coating results that will not chip or flake off 

MVC-1.. . SUPERIOR INTERIOR & EXTERIOR 

PROTES TION: Pittsburgh Testing Laboratories, conduct- 
1g accelerated salt spray, sulfuric acid, ¢ 

SHERARDUC T with MV¢ 


ind other high-grade coated and galvanized cor 


TIME- SAVING, sepa onveonr 


eal -cooling 


op quality 


SHERARDUCT 


iV 





ENO TO END PROTECTION 


gw are 


peak, ever 


Courenee | SEAL AT CONNECTIONS 


c are 
SHE RARDL CT 


even when ¢ 


EASE OF FISHING: MV‘ 


National Electric Products Corp. 


Always insist on alloy-galvanized SHERARDUCT 
it costs no more... It lasts a lifetime 


You'll be glad you did 


PERMANENCE WORKABILITY 


Ht Wi 
/ VE 


74% sulfuric acid solution. 
SHERARDUCT iasts 72 hours, 
ordinary brands under 6 hours. easy... 


Compare SHERARDUCT's duc- 
tility. Bend, thread, instali—all are 
fast. No flaking, splitting. 
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el 


MAKE THESE TESTS AND SEE THE 


STRONGEST POINT 


Completely sealed connections 
Evenly butted énds; unique cou 
pling covers all threads. 


Bennett Assyvviatr¢s 


DIFFERE 


Ine 


FISHABILITY 


_ Ess 


Compare SHERARDUCT's free- 
pulling capabilities. Conductors 
glide over interior MVC-1 coating 





Sir). SE eV 


* 
; yy Yows “One of the Finest’ 


pansion 
for ELECTRICAL e Constructive Work Needed—The 
message that Arthur W Hooper ex 
_ ecutive director of the National As 
WHOLESALERS = 2856 
rougl to the ike Mic his an meet 
I | must be done 
than simply painting a glowing pic 
This announcement and the accompanying advertisement, ture of the future of the industry. The 


future holds promise of nothing but 


which appears in magazines read by your customers, initiates in overabundance of aggravated prob 
the sale of GENERAL CONTROLS switches to industrial users soghticogeliyeoordlgaayesgeliesongrt 


through Authorized Distributors. more up the % ik spot r. Hooper 


Switches proven in exacting service 1a gt eyes Sapelenesnte foe 
down below 


The switches, developed primarily to meet the exacting where the everyda rireguaney exist 


by cut 


requirements of GENERAL CONTROLS equipment, have been aides aie cues. Aad & te on: 
in use for years ordinarily in conjunction with other GENERAL ie eae 
CONTROLS Products distributed through specialized channels 


such as heating, air-conditioning, refrigeration, etc. 


plished | 


for 


about it 
e Become Better Businessmen 
NAED 


dvantages to selected distributors 2 gg el copy gg Rie ha + Ramen 


als 
Supply Co 


A. Exceptionally broad coverage of industrial switch requirements from one marked 


source—including complete lines of Enclosed Snap-action Switches, 
Basic Snap-action Switches, Mercury Switches, Foot Switches, and 
Actuating Switches. 


men 


lines 
t direc 
ecting ur n and not 
Switches you can sell with assurance. Every item in the line has been being a bank for your customers 
proved through long use in exacting service. nother step, he said. But some 
where along iN C these decisions 


Extensive advertising to your customers acquainting them with the wide must be made by management—and 


variety of switches available from distributor stocks. 


the sooner wey af&t the sooner dis 
tributors will be actin ke successful 
DdDusinessmen 

A spelled out distribution policy designed to promote cooperation At least oncs r.” Mr. Ham 
between AUTHORIZED DISTRIBUTORS and GENERAL CONTROLS blen advised, “sit down with your 
Branch offices to the advantage of all concerned. suppliers and go ov completely 
‘ your respective policies—showing the 


. 7 . 4 . . cturer hov you are able to 
Sales, engineering and service cooperation by factory trained engineers sarmereaeart ‘ jotsaeitle 


from the General Controls Branch office in your area. (See addresses 
above signature of advertisement at right.) 


assist him better in the year to come 

ind having him tell you what he will 

do for your company in the future 
Or purchasing procedures be 


These and many other advantages make the G-C Switch 


sure the manufacturers’ agents don't 
Distributorship extremely valuable to qualified wholesalers. take up too sage of your oma 
ing agents time ay down re law 
that every agent coming into your 


For a brief presentation, covering points of principal import- 


place of business stops off long enough 


ance, contact the branch office in your area or write GENERAL to take his inventory, get his order 


and then out.” Hamblen also advised 


CONTROLS, Automation Division, 8080 McCormick Blvd., that “if he carries other lines, don’t 


: + ant let him spend half the day trying to 
Skokie, Illinois. sell you on those lines you don't 


carry. It’s a tough law to lay down, 


GENERAL CONTROLS ees ee 


Manufacturers of America’s Finest Avtomatic Controls for Home, / sity and ary 
Glendale, Calif. « Skokie, Ill. « Guelph, Ontario, Canada 
Six Plants—42 factory branch offices serving the United States and Canada 





available 
thru Authorized 
Distributors 


ae 


BASIC KLIKSWITCHES 


With 
Mounting Ears 


Reliable, precision. snap- 

action switches of excep- 
t accuracy an 

ibration. 


safety, 
and industrial control ap- 
plications of all kinds. 


Lever 
Actuated 


i PDT con- 
i $s are available with sPpsT or SF 
Standard Soret mounting ears and with a wide se 


tion of actuators such as Roller, Lever and Plunger type. 
Basic Switches are also available in Heavy Duty and Sensi- 


e 
tive types. Send for $p1-S-401-1 


FOOT-ELBOW- 
KNEE-OPERATED SWITCH 


Switches loads to % HP at 115 VAC 

for hand-free operation of machines, 

punch presses, electric counters, 

testing and inspecting Gdevices, 

lights, sound, recording and lab- 
oratory equipmer a“ 
power loads, etc Re- 
moval ofasingle spring 
changes to light actu 
ating pressure for easy 
operation by elbow or 
knee 


- ‘- 
a) 


. > > 


in ee 


. ~ 
t o ®> ad 
» . 
sh <_< 
as 
Rugged—Rotary or 
reciprocal action 


Lineal me y5uUrING 


Rugged indu tral type 
veloped espec 
counters wht h require Pp 
chattering) 
hundreds of millions 


Also widely 
trol 
proce ; 
able repeat-acquracy an 


yanous types 
sing equipment, e 


Rugged Heavy Duty 


" Sensitive 
_tor operation 
Pn force 


switches de- on 
tally for actuating electric 
ositive (nNon- 
make and break through 
of operations. 


used to automatically con- 
of spraying and 
tc., where reli- 
d long, life. are 
important Send for Bulletin AD 340. 


GENERAL CONTROLS 
QUALITY SWITCHES 


Developed to meet the high standards expected of General 
Controls Equipment Proved thru years of use in connection 
with the world's finest automatic controls e Now adapted 
for general application in response to wide-spread industrial 
demand e Made available through authorized distributors 
who are backed by factory-trained service engineers from 
42 General Controls branches (see addresses below). 


EN : | 
ICLOSED KLIKSWITCHES 


Palm Button Actuator 
om Mounting 


Plunger A 
Elastomer Seal Ctuator 


Side Mounting 


Roller Ar 
™ Ac rn 
Elastomer Seals tuato 


Side Mounting a Unwversai 
oler-Plunger Actuat 
Side Mounting Or 


Available with wide 


sy many other opti 


b 
fae: Mounting 


gh sensitiv; 

sm j itivit ; 

all tilt angle. Used in y and high contact rating inaM 
ercury 


instrument 

S$ an 

W operation as re d a great variety of precisi 
: 


operate insid 
i e 
iterature. he 


Fast or slo 
Contacts 
Send for } 


Switch wi 
ji th 
quired. Lo ine i 
rmetically eS eereiial angle is fact ontrols. 
aled tube. SPST o, SPOL aed. 
contacts. 


of Authorized Distributor serving 
General Controls branch (below)— 


For information or address 
your area contact the nearest 


ARIZ Phoen 94 E. Roosevelt: ALpine 3-1368 
CALIF Glendale |, 801 Allen; Victoria 39-1485 

7, 600 Bryant, SUtter x 
Herry 4-6776 


6-4419 
hicago, (Skokie) IRving 8.2323 

2806 W. 16th , MEIr 6-2 
Wichita 2, 352 N. Br'dwy, AMhurst 

New Orleans, 1625 2nd St. TW 9. 30x 
Baltimore 24, 534 S. Conki'g, ORI 5-75 
Boston 59, 369 Boylston; Bigelow 4-816 
Detroit 27, 15114 Plymouth; VEr 5-56<: 
Mountain: Phone 291 

Minneapolis 26, 6522 Watker, WEst 9-7 
Kansas City 8, 2904 Oak Ef'rsn 400 
St. Louis 10, 1330 Hampton Mis. 7-4702 


G 
xe 


ind'’pis. 22 


353 W. 4th, Ele. 5-7 
S Westlake, N.; ATwater 4-040 
812 W. Burnham; ORch. 1-494 


IN CANADA—Guelph, Ontaric 
° 


GENERAL CONTROLS 


AUTOMATION DIVISION 
8080 McCormick Bivd., Skokie, Illinois 





“One of the Finest’ 


a} . 
f é 


e Champion and Chairman—Winr 
) t I) rok Mict {fer 


WITH SILVER-PLATED FUSES 





® 
ime dehy 


+ 
Renewables News for the Industry 


97 


nm po 


Both knife-blade 

and Ferrule types for 
250 and 600 Volt 
circuits, from 0 to 
600 Amps. 


But the speed of this recovery in late 
1958 means that we shall be dealing 
with individual problems in an atmos- 
phere of general economic resur- 
pence. 
Shawmut “t-d’’ Renewables have the best time delay characteristics : 
of any renewable fuse. The t-d link gives maximum time delay protec- Manufacturing Capacity 
tion in the higher current ranges as well as in the overload zone Industry generally has accumulated 
Short-circuit operation is instantaneous, along with a reduction in a substantial amount of spare capacity. 
the rate of rise of recovery voltage. The t-d link notches blow one it 
after the other with rheostat-like action. ages ; : es 


Precisiton-made. No soldered, welded or steel parts. Simple, sturdy, e Confirm 
dependable. Easy to install, take apart or renew. Interchangeable links, 
renewable parts. Large silver-plated contacts. Adequate 2-way venting. 


Complete fuses and/or renewal links are available for either 250 or 
600 V circuits; in ferrule ratings, from 0-60 Amps.; in knife-blade 
ratings, from 70 to 600 Amps. 


e Make clear 


Order now or ask for t-d Bulletin 500 
Th + 


the next 
THE CHASE-SHAWMUT co. modernization 
374 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS : 


ibundant 
Subsidiary of 1-T-E CIRCUIT BREAKER CO., Philadelphia, Pennsylvania 


nm manu 
, j “i os facturing in Va manutac 
Ad i > 
. KT i sd): 4): turing [ Cif ! [ ised much 
é ~ 


. . . faster thar 
Tri-onic ‘ ta- TRIOMET ove O-T rine Second. m 
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Here it is ... a complete line of Asbestos Fixture wire in the 


same high quality as other well known Carol Cable products. 


PRACTICAL PACKAGING + Carol’s new distinc- COLOR CODED LABELS « Gauge, color and con- 
tive striped carton identifies contents at a tents show at a glance. Saves time, simplifies 
glance. Each heavy-duty carton contains inventory. Eliminates costly errors in identi- 
the right number of spools for the gauge, fication and shipment. 


keeps weight to a practical limit for easier : 
: ™ ns ” x AVAILABLE IN 18, 16, 14, 12 and 10 gauge, in 
handling. ;, 
black, white, red, green, blue . . . from a 


network of warehouses across the country. 
SPOOLS APPROX. WT. 
GAUGE PER CARTON OF PKG. 

18 2 11 
16 17 
14 21 
12 35 
10 55 


When you call for cable, 
call for Carol 


CAROL CABLE COMPANY *® Division of the Crescent Co., Inc., Pawtucket, R.I. 
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reported that they were operating at 
a rate of only 78 of capacity at the 
end of 1957 compared with the 90‘ 
rate they prefer and the 92 rate at 
which they were operating at the end 
of 1955 
Manufacturing production has been 

making an impressive recovery from 
the low point of last April. It has 
already regained about two-thirds of 
the drop suffered during the recession 
iccording to t deral Reserve 
Board Index 

-— mae _ G d What are the prospects that present 

Decl icafti on rd e spare capacity will disappear and that 


additional expansion will soon be 


E Wiring Devices needed? For mat turing in gen 


eral these¢ pr ect re oni fair 


i features = !ndustry 


, 
n ana 
placemer ‘ 1 more I er equip 
Vice ment frequently d t capacity 
Based of } t produ yn figures 


lin 


The GE4029 de luxe grade outlet 
with pressure-lock terminals is 
typical of the extra-high quality 
you get in all G-E Specification 
Grade Wiring Devices 


trom 
ted) t 


nr 
‘ 


ng (EW 
for addition 
manutac 
ripped portion i g ca ty in e years 1958-61 
ositive, neot cn ft ns n even i = produc 


the 


ating rates < not have the 
preferred leve clore oO om 
panies ha 
expansion progfra { some lower 
point the iy be Ne to anticipate 
future needs for é ipacity and 
ilso be getting i of return sufh 
ent to warrant nev vestment. They 
f General Ele c Spec fication Grade Wiring also say thi na be around 
nore profitable, more dependable wiring installa 85% and that individual companies 


\igh-quality devices contribute fhe best reputations or industries—need not wait for the 


’ all-manufacturing rate to approach 
of the men who recommend or use them. General Electric Company, : PI 


Wiring Device Department, Providence 7, Rhode Island. 


90% before they can justify expan 


sion of their own facilities 


- Most Imp ortant Product Medernization 


rhe upshot of the check-up on 


E L E C T R i C manufacturing capacity is that indus- 
try, on the whole, now has enough 
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FLOTATION CELL mot 


x 


CONVEYOR t : t Ol PUMP 


IMMERSION HEATER connect for Stork her rat ! STORKE CRUSHER 
’ , tr ; 


Nearly a mile of Sealtite flexible, liquid-tight 
conduit protects wiring for Climax Molybdenum* 


oil, heat, moisture, vibration 


Leading Electrical Wholesalers stock Sea! 


CUTAWAY SECTION 


xi6 LIQuIc 
COPPER BCNOING CONDUCTOR FLE BLE | 


LISTED UNDER LABEL SERVICE PROGRAM 


OF UNDERWRITERS’ LABORATORIES, INC an ANACONDA product 





You too can build 


LONG PROFIT SALES 
--on Masonry Anchors 


with Pe Za WIL. PRODUCTS 


1956 ) 4 


— 
wo 
ul 
on 
~~ 


gato 


NY NUrPRPDd 


48 





aa 
u 


| 


I~” 


UNAON AL N BaWUHFPRPNWO NOW 
NOADANWFUBADAIUNHION NOR Uannonwuananunnr vd 


ANNA UNHDUPWDORPOAN CODAUNAUANDHPUNIWYO 


~~ 


d 
Onvp, JO 


* ys 


FPORNOUONOUP DIVO PBRUPNAAHONPOOWOWS 
CWohLOKUOWDNAPAD OWDWODaB Wh WHNYRAD 


6 
2 
za 
4 
>, 
~ 
2 
9 


ne RH Oy 


mn 


» 
A UDUNDNANADOOM BNUNUHDOPONO ABA 
VHS COPONDHNABHAWM HKibbWwwvoowBDORMORO 


& QOOUVONFPONNAR UAKAVWVORPONPUDUOPHPO 
NIDARUOOAUSLOW OCONAPRUBRANWUOO WHoOoWUmMaTIoouvIonn 





ONAANWMAWOUNMN 
BPOPA DDH O 


Actual sales figures for an average size distributor, 

selected at random, show how his sales of Raw! 
: € : ee : 

Products increased. Six other distributors in the 


same city did equally as well. 


NO. 3 OF A SERIES 


There's a RAWL man near 
you...To help your salesmen 


sell more masonry anchors 


39 offices in the U.S. have trained 
RAWL men available, at your 
request, to help you increase your 


anchoring business 


THERE ARE ADVANTAGES 


The figures, at the left, show 


how a 


typical 


distributor increased his dollar volume on RAWI 


products after our man had trained his men 
brief, but quite thorough, training ¢ 


offic 


“Anchorama.” Every RAWI 
able to help you train your new 
retrain your older 


EXPERIENCE PRO 


that trained distributor salesmen 


salesmen 


Ourse 18 
e has it 


1 
Satesit) 


VES 


pick up 


This 
called 


more 


anchor business because they know where to look 
2 ] 


for it on construction jobs or in industrial plants 
They also know how to advise customers regard 


‘ing the proper anchor for best results 


Le 


0k 


In 


your telephone book, or write us, for the name 


of your nearest RAWL office 


PETERSVILLE ROAD NEW 


ROCHELLE, 


STHERAWLPLUG COMPANY, Inc. 


202 


4...% 
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spare capacity to take on a large in- 
crease in production without needing 
a new 


wave of expansion. The 


| nD 
( 4 


Capacil 


ist anotnNel 


i expend! 
t obsolet 


plants 
lipn ( 
e $35 Billion Replacement 


Departm 


LYTTh< i y 
Current trends in new orders for 
capital goods show, indeed, that  in- 
dustry is now emphasizing moderniza- 
of 
expansion. 
e New Products 


tion equipment rather than plant 


ipa 


Survey 
manutac 


on the 


50 Top Distributors Mee 
NEW YORK 


N.% onvinces 


m the East 

Ss attended 
meet 
Midwest 


similar 
ing as eld n oO Tor 
distributors 
I he proxi ) expanded 


selling programs to meet the 


SY A 
Featured 


g f highly 

competitive market of 

talks paced the clini 

re George 
LECTRICAI 


Pr 


series 


Ganzenmuller 
WHOLESALING 
House 


speakers 
editor I 
and Per 


& Home 


ry entiss, publisher 


1958 








... that job ae 


COLUMBIA 


the new FLEXIBLE 
LIQUID-TIGHT 
ELECTRICAL CONDUIT 


LIQUID-TIGHT ! 


Flex-Seal has been designed specifically to meet the most adverse condi 
tions—in chemical plants, machine shops, printing plants, food plants, 
breweries—any installation, indoors or outdoors, subject to moisture, 
coolants, salt air, corrosive fumes, chemicals, greases, abrasives, and 
other conditions that create hazardous wiring with ordinary conduit 


BETTER! Supen FLEXIBLE 


Because it bends easily to small diameters and because it fits the tightest 


MOLDED ON VINYL JACKET corners and most irregular shapes, Flex-Seal is ideal for wiring on machine 


tools, motors, pumps, air conditioning towers, outdoor amusements, 


conveyors machinery of every type 


{not a sleeve) 


JAC RIDE ECONOMICAL! 
Because the first cost is the last cost, Flex-Seal means genuine economy 


OR SLIP BACK It eliminates maintenance and prevents costly shutdown. Flex-Seal is easy 


to install too, cuts easily on the job without special tools. And, its machine 


FITTINGS GRIP SECURELY grey finish stays cleaner-looking longer 


VIBRATION PROOF 2 TYPES TO MEET EVERY REQUIREMENT 


through 2° Color: Machine Grey Sizes: %" through 1% 


For installation with standard liquid-tight electrical fittings 


COLUMBIA CAS & Lyrica CORP. 


al Whol 
255 CHESTNUT STREET " BROOKLYN 8, N.Y. 


<= 


Non-Metallic Sheathed Cable Flexible Steel Conduit 
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28900° 
PUSH 
BUTTON 
CONTROLS 


RA” 
STARTERS 





“RT” 
MANUAL 
STARTERS 





“RAC” 
COMBINATION 
STARTERS 
“NW F’’ 
MANUAL 
STARTERS 


WHEN LOOKING 
GOOD PRODUCTS 


LOOK FOR A GOOD NAME 


The motor controls shown above, and all the 
other products in the complete ARROW-HART 
motor control line, bear a name that has earned 

high rating in the electrical industry during 
the past 67 years. This fine name — ARROW- 
HART — is your assurance of motor controls 
you can rely on for quality and dependability 


Outstanding service on-the-job assistance 
from field engineers for Arrow-Hart Distribu- 
tors, Electrical Contractors and Plant Engineers 

is another reason for ARROW-HART’S fine 
reputation. This combination of a complete line, 
a superior product and superior service m: ikes 
ARROW-HART motor controls the Jlogical 
choice. Write for free copy of the new Motor 
Control Quick Selector Index Chart to the 
Arrow-Hart & Hegeman Electric Company, 
Dept. EW, 103 Hawthorn Street, Hartford 6, 
Connecticut or contact your nearest Arrow- 
Hart distributor. 


wanes 1890 


MOTOR CONTROLS - ENCLOSED SWITCHES 
APPLIANCE SWITCHES + WIRING DEVICES 


ARROW HART 
Kualay 


ART _ 


INDUSTRY-WIDE 


1959 Theme for NEW: 
“Electricity Builds Jobs” 
NEW YORK—"Electricity Builds 
Jobs,” will be the theme of National 
Electrical Week in 1959. The pro 
gram this year will be to dramatize 





the vital importance of the electrical 
industry to the nation’s economy and 
progress. The dates set for NEW in 
1959 are February 8-14, commemo 
rating the birthday of Thomas Alva 
Edison on February 11 

This central theme announcement 
was made by N. J. MacDonald, gen 
eral chairman of the NEW Commit 
tee, and president of the Thomas & 
Betts Co., Elizabeth, N.J., at a meet 
ing of representatives of all of the ele 
trical industry's principal trade asso 
ciations. The meeting was held 
reveal the pl ins and materials 
developed by the NEW committec 
tor the 1959 observance 
e Well Lighted Stage—Once agai: 
the program will be conducted as ar 
umbrella activity for all the 
branches of the electrical industry. As 
such, it becomes a stage upon which 
each group and company within th 


/ 


ndustry can produce and act out its 


own programs—directing them to 
ward its own special audience or the 
country at large. This year’s theme 
will put these “plays n a powertul 
spotlight 
e Challenging Message Accord 
ing to MacDonald, the industry has 
an impressive story to tell in job 
building. For example, he states, one 
out of every 20 employed people are 
in some branch of the electrical in 
dustry and related services 

It is almost impossible to tell,” the 
Thomas & Betts chief continued, “in 
an industry so vast and so widespread 
as the electrical industry, to make 
employment and total compensation 
comparisons on the basis of a few 
arbitrarily selected categories. How 
ever, large segments of the electrical 
industry's employees do fall into seven 
such categories—wholesalers, manu 
facturers, utilities contractors, retail 
ers, service and repair shops, and 
communications. In 1939, there were 
some 1,321,900 people employed in 
these seven categories. They received 
compensation of over $2 billion. By 
comparison, in 1957, there were over 
3 million people employed in these 
seven categories, receiving compensa 
tion of over $13 billion 

“We believe the challenging mes- 
sage of electricity as a job builder 
can be carried successfuly to the in- 
dustry’s employees, its stockholders, 
customers, and the general public 
with increased appreciation of our in- 
dustry generally.” 





PROGRAMS 


Facts of Impact 


| 

| e On Economy: 11.6% in 

|} 14.7 (estimate) in ‘58, of all 
business expenditures on plant and 

national 

| 

} 

| 

| 

| 

| 

| 

| 

| 


equipment 5% of the 


income It 19. 6 in 


e On Employment: | 
are in some branch of the 


ndustry 


e On Production: 
productior business 
iilable 


ippliar 


e On Progress: cut 


IMPACT CHART 


e Double Purpose 


pointed 


N 


nd programs 
® National Advertisers 
to MacDonald, 50 1 


e Committees and Programs 
national committee expects more t 
NEW 
during the 
ut locally coordinated pro 
in the fields “Electricity 


bs.” of improved wiring, in 


»S50 community committees 


be formed oming months 


i 


ed understanding of the indus 
try s role in the life of the community 
greater appreciation 


electrically, and 


customer 
ing better other ob 
jectives related to the tndustry’s goals 
e Youth and Science—One of the 
features of many local committee and 
Observances will be a Sci 
ence Youth day Program. NEW 
MacDonald said the Na 
tional Electrical Week committee 
cooperate fully with the 
and Edison committee in 
science-youth participation 
the electrical 


company 


Chairman 
will 
foundation 
stimulating 
throughout 
industry 


7 
| 
7, | 





LuvH bv ET 


With these te 
uietle 


switches 





INTERCHANGEABLE 


Junior 


AP 


Now Offers You 
the ONLY Complete Line of Quiet 
Tap Action Switches Anywhere! 


All three switches in this complete line — the compact and 
nexpensive new Junior, the versatile new Interchangeable 


produced ON] j by 


senior 


Arrow-Hart — and the built-for-a lifetime 
tap on or off with the gentlest pressure of finger 
tip, hand or elbow anywhere on the button. All feature quiet 
mechanical action, operate on full voltage without relays, and 
provide safe control for incandescent or fluorescent lights 

ind for household appliances. Designed to effect important 
space savings that assure of wiring and to provide 


il convenience at its finest they are truly tomorrow's 


ease 
electri 


switches AS iilable todav! 
FOR FULL INFORMATION on ‘the mplete A-H 
(/ te 7 \ n Suitches, write today jor your free 


THE ARROW-HART & HEGEMAN ELECTRIC CO 
103 HAWTHORN ST., HARTFORD 6, CONN 


(Ant 





f/ 


+ - 





Your Nearest Distributor is 


YOUR BEST STOCKROOM 





PRODUCTS 





f 
Quick Wertes Huey! mm ARRO SS 


Fluorescent Lighting 
New lighting group features shal 
iow Gimensior 34% in dee p 





‘ 





¢ House-O-Lite Corp., Chi- 
cago, Ill 


By offering you complete stocks of Arro fastening and 
drilling devices, your industrial, wholesale hardware, and 
electrical supply house enables you to keep production up 
while keeping inventory costs down. 


THE FEWARROMS LINE OF MASONRY 


ANCHORING AND DRILLING DEVICES 


i Se 


Cable Jacket 


Produce claims scke? eliminates 
ecessity : cable reDpDiacement 





J of n. © Zippertubing Co., Los 


Angeles, Calif. 





Pushbutton Covers 
Ten standard sizes accommodate 
; from I- to 25-pushbuttons or pilot- 
' j lights 
REW EXPANSION SHIELD 1 \ VE NAIL AN R ’ — ae New oil-tight pushbutton covers are 
pe memes sed for flush-mounting oil-tight push 
© WING TOGGLE BOLT ' ; oe : yuttons over s in machinery 


rr Wa en St a I z7es accom 


- aay ‘ modate fron to pushbuttons o1 
' TUMBLE TYPE ca pilot-lights Manufacture! stresses 
initia iversal | vill accommodate 


T\ 


yil-tight push 


DISTRIBUTORS: buttor ers are made of 14-gauge 
neoprene gas 


This Advertisement Appears in Leading steel and have spong: 
Publications Directed to Your Customers keting around inside edge to keep 
out ol covers iT 


ARRO EXPANSION BOLT COMPANY aw debe © Hoffman En- 


DEPARTMENT B, P. 0. BOX 388, MARION, OHIO gineering Corp., Anoka, Minn. 
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ie HAPES 


FRICTION, RUBBER SPLICING, and PLASTIC TAPES 


Send today for our most recent bulletin 
describing details. 


CLURATE 


MANUFACTURING CO. 
GARFIELD, NEW’ JERSEY 





ENTIRELY NEW! 


NEW!: wo. s22a8 NEW! wo. 5222 
SINGLE POLE SINGLE POLE 
et Switch 


Quiet Switch a Qui 
WITH PILOT LIGHT ya WITH POWER OUTLET 


Rating Quiet Switch: Rating Quiet Switch: 
15A-120V AC only 15A-120¥ AC only 
Pilot Light: 75W-125V Power Outlet: 15A-125V 


Cable Peeler 
Maker says new method removes 
insulations without nicking the con- 
ductor 
New method of peeling § insulatior 
from conductor is said to remove 
insulations such as linear polyethylene 
guickly and easily without nicking or! 
scratching. Designed to remove 
No. 5224 = in length of polyethylene, PVC, rub 
TWO SINGLE POLE . Ps ber or neoprene insulations from 


Quiet Switches 1 
ON SAME CIRCUIT ~ ie eee iths to iths ill on conductors 
Quiet Switches: o ~~ ranging from #2 Str. to 4.0 ACSR 
15A-120-277¥ AC only . . One basic tool ts used with indiv idual 

interchangeable, cutter blades fol 
1 > . | to nsulatho ) pn 
' each conductor and insulation com 


: 
nation. @ Penn-Union Electric Corp.. 


Leviton _ 3 Erie, Pa. 


N UNITS YOU'VE : H 
UNITS YOU'VE Wire Binder 


1s First New Leviton Quiet Switches 


are mechanical switches, precision-balanced 


New tie permits binding of wire 
faster than string tieing. 


it] QUIET with heavy special silver contacts, magnetic 
wil arc-snuffing action. The movement is so quiet New nylon te Hed ly-Rap 


' makes for faster nding of harnesses, 





you can hardly feel it : 
: ie, Reina Mentiie, ; times taster han present method of 
Se ee string tiecing. Permits tight make up 
contacts for longer life and pressure grip without damage to wire insulation 


in th 
in t e takes standard S-6 candelabra ind remains secure, producer states 


lamp that’s easily removable. Nickel-plated Manufacturer says installation takes 
about S-sec. Installing tool automat: 


4 ° protective hood over le np 
combination . 7 rity cally cuts to I r length and locks 


N! Base molded of brown 








tie in place eighs oz and can 


I hen vers of either brown yhenolic > 
p 1O11¢ cover I ) pn support up to 30.000 times its own 


duplex or ivory thermosetting plastic. And heavy weight. Maker says it can accommo 


, re st- > derslung stee E s 1 
gauge rust-proofed underslung steel strap i aie elias Semeiliee Gomme tha, VEL ta te 


li riveted through cover and body to form a diameter. Will not support combus 
ine permanent assembly. tion or fungus. e Thomas & Betts 
e EASY TO INSTA Large head No. 8 terminal Co., Elizabeth, N. J. 
crews have deep milled slots for easy wiring 
Accommodate up to No. 10 conductors. Wir- Time Switch 
YOUR BEST JOBS ARE DONE WITH ing diagram furnished with unit. Wide plaster New time switch with reserve 
ears on strap make wall alignment easier. power allows operation after power 


Save installation costs—no extra failure 


box and wall plate necessary. Save wall New “reserve power” time switch is 

space, too—single gang wall plate replaces said to maintain on-time operation for 

double gang. up to 17-hrs after a power failure 
WRITE FOR FULL DETAILS TODAY! Power is provided by spring, contained 

with the motor in housing behind the 

dial. Spring is electrically wound 

r subsidiary AMERICAN INSULATED WIRE CORP. utomatically. Rewinding after outages 


BROOKLYN 22, New York 


Chicago * Los Angeles Listed by Underwriters’ Laboratories, In 
Leviton (Canada) Limited, Montrea 


For your wire needs, conta 
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Only Sylvania welds 
all fluorescent bases... 
eliminates faulty lamp contact 











Another reason why 


Sylvania Fluorescents give more light 
at lower cost than all other brands 


Advanced engineering makes 
Sylvania fluorescent lamps 
superior in many ways— 
makes light a better tool of 
production to increase profits 


rescent lamps while ot! 
soldered contacts 


For example, on the new, ex 


SYLVANTA Lighting Products 


make light a better tool for profits 


LIGHTING « TELEVISION «+ RADIO « ELECTRONICS « PHOTOGRAPHY 2¢ ATOMIC ENERGY « HEMISTRY-METALLURG 








New tO reac : vitch afte tage Meleass 
—— n the tin vitCh motor! ercises the 
MEIN - WERNER tion. ® Tork Time Controls, Inc.. 
Mount Vernon, N.Y. 
HYDRAULIC TAL-BENDER 


bends up to 180° without shifting 
or resetting pipe... 


in ranges from %” to 8” 


New Switch 

Maker says: new switch can be 
installed in any position —will fit 
standard interchangeable wall plates 
New 


y e Arrow-Hart & Hegeman Electric 
‘ = , 7 ‘ . TAL-BENDER OFFERS Co., Hartford, Conn 
Hein-W erner’s new I AL-BI NDER is THESE SPECIAL FEATURES: 
fast... effective ... safe! All bending 


is done cold without filling. One frame © standard or remote control op- Fluorescent Lighting 

handles rigid and thinwall conduit, eration — manual or motor Maker says wrap-around plastic 
standard 80 and 160 schedule pipe, driven diffuser provide mpletely shadow 
copper tubing, bus bar and 180° rad- free lighting 
iant heat coils. easy, quick pipe release \ 


Reduces cost of cutting, threading and large choice of bending shoes 
welding—eliminates assembling of ex- 
pensive elbows, couples, fittings and 
nipples. Models available in range from ®@® side wall shoe design assures 
Ye” to 8”. uniform bends 


in 64 different radius sizes. 


Hein-Werner also supplies industry with a full line of performance proven 
hydraulic jacks in capacities of 1'2, 3, 5, 8, 12, 30, 50 and 100 tons; PUSH- 
MASTER Hydraulic Jacks in capacities of 4, 10, 20, 30 and 60 tons; and 
“Push and Pull’ Hydraulic Jacks and Attachments in 4, 10 and 20 tons 


ba Write us for complete 


N ; ; 
coRPOR ar t& catalog specifications. 


WAUKESHA, WISCONSIN e Sun-Lite Mile. Co.. Detroit. Mich. 
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Contractors agree... 


You cant beat Phelps Dodge 
Dependable PD-X Cable 
for fast, easy stripping! 


Habirshaw type NM nonmetallic-sheathed cable 


} j , , 
saves vilal on-the-job time and mone) 


Phelps Dodge Copper Products Corporation’s PD-X cable is 
the fastest-stripping, cleanest-working nonmetallic-sheathed 


cable on the market today. Here’s why 


4 Copper conductors are soft drawn. Connections are 


easily and quickly made. 


Habirdure Thermoplastic Insulation is clean and smooth 
Pp 


—makes stripping simple, easy, fast 


3 Paper armor is resin-treated to resist moisture, is clean 


and dry—no oil, grease or wax is used 


@, Paper armor is applied with a long twist and can be 
removed by an easy flick of the fingers. No time-wasting 


unwinding, no sticking to underlying insulation 


§> Barrier tape keeps finishing compounds out of the cable 
—leaves inside clean and free of gum. Strips off cleanly as 


a unit with outer braid covering 


ist New clean, grey finish eliminates sticking, 


pulling, clean walls and hands 


PHELPS DODGE COPPER PRODUCTS 


SALES OFFICES 
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HOW TO MAKE 


BETTER 
ENTRANCES 


choose 
Heinemann 
indoor service 
entrance 
equipment 


Easiest route to a successful wiring installation is through 


Heinemann indoor service entrance unit. 


Easiest, because Heinemann equipment is built with the installa- 
there are plenty of 
knockouts and ample room in which to spin a screwdriver with- 
out skinning knuckles. Yet the unit is compact, occupying less than 


tion in‘mind. Boxes are quickly mounted 


half the space required by comparably rated fused safety switches 
ind costs little more 


Successful, because the Heinemann circuit breakers inside em- 


ploy the most dependable type of operation ever devised 


hydraulic-magnetic actuation. Heat never affects the rating of the 
you can locate the breakers 
next to steam pipes if you have to. Hydraulically-controlled time 


Heinemann magnetic sensing coil 


delay prevents nuisance tripping. 


Heinemann’s simple two-position handle means the breaker is 
always clearly ON or OFF, never at a confusing intermediate position. 
It all adds up. To fast, easy installations. To satisfied customers. 


Heinemann Series XH9000 
Indoor Service Equipment 


e For main service entrance or 
motor or power circuits 
Holds one two-pole Compan- 
ion Trip® breaker, 50 to 100 
amps 
Has 8 knockout 
Flush or surface mounting 
Measures 13'4 H 6! W.., 
33 D 
Heavy gauge steel grey baked- 
on enamel 
Listed by Underwriters Labs, 
Inc 


Want more information? It's available in Bulletin 1000, a handy 24-page, 
Illustrated catalog of the entire Heinemann enclosed equipment line. 


HEINEMANN 


ELECTRIC COMPANY 


152 Pium Street Trenton 2, N. J. 


116 


Twin Switch 

New switch has two single pole 
switches and one wallplate 
New twin switc added to compar 
line, is designe r use where space 

limited aker says unit incorpo 
rates two sing ie switches with 
one wallplate, and permits installa 
tion where there is no room for two 
switch boxes Added features are 
ocker-arm action; quiet operation, 
silver contacts and a long guarantee 
with free replacement provision 
e H. J. Theiler Corp., Whitinsville, 
Mass. 


Luminaire 
New two-lamp luminaire directs 
80°, of its light downward 


New 2-lamp “20.30” fluorescent lum- 
inaire for gymnasiums and compara 
ble buildings. Directs 80% of its light 
downward, says the manufacturer, 
and the remainder dispels dark, cave 
like effect usually found in the ceiling 
section of such structures. Also used 
is 8-ft Power Groove lamp which ts 
said to provide 22 times as much 
light as an 8-ft slimline, thus less 
units are needed. New unit comes in 
4- and 8-ft lengths. Porcelain enamel 
reflector, wire guard, and electrical 
channel are designed for easy assem- 
bly and maintenance under high ceil- 
ing conditions. ¢ The Wakefield Co., 
Vermilion, Ohio. 


Lighting Plus Heating 
New unit is said to offer instant 
heat to every homeowner 


New triple-lamp lighting fixture and 
infra-red heater is designed for 
surface-mounted ceiling installation 
and produces 180-w of illumination 
through fiberglass drop bowl. A 
750-w infra-red heater is said to give 
instant heat to the homeowner. Fixture 
is prewired for wall switching of 
lamps. Heater contains three 250-w 
infra-red heat lamps, and is operated 
by a pull-chain for 1-, 2-, 3-lamp con- 
trol. Styled—**People Heater” 

model No. 5006 can replace old- 
fashioned overhead fixtures in less 
than 15-min, states the producer 
e Emerson-Pryne Co., Pomona, Calif. 
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_— MAINTENANCE MEN 


DEPEND ON 


f ~¢ yA K ] Al oS 


Where durability 
find Royal Cord an 
bines quality products \ 
Ss easy to stack 
It's the big-den 


yr. Check you 
nearby Roy il 
4 a 
tied 


nf carrying enough Royal ubber, Neoprene, and 

Plastic-Jacketed Cords wal Machine Tool 

Wire Royal Thermostat Cabl Royal Lamp 

é and Fixture Wires ind Royal “Powr-Kord” 
Heavy Duty Extensions 


SELECTECES 





on associate of omc 


ROYAL ELECTRIC CORPORATION 
on as st f ter ' Teleoh i Telegraph Corpor on 


PAWTUCKET *- RHODE ISLAND 








NS acy 
Wy es 


EXTENSIONS CAPS AND 
CONNECTORS 








Circuit Breakers 


advanced Superior lighting design and Two new circuit breakers provide 


construction plus low cost make | current ratings in two-thirds the 


recessed Atlite the value line in space formerly required 
recessed fixtures. Iwo new molded-case circuit breakers 


¥ * 
lighting with 225- 400-amp continuous cul 


rent ratings provided in the space 
7 Finishes—Chrome... Copper... ihe reiielae on seen 3 
Brass ... White...Grey... frame and give the protection pre- 
Satin Aluminum Anodized... viously available nly on larger 


Satin Black Anodized. frames it e same or lower costs 
Maker ilso states breakers desig 


nated JK and JKI provide new 
6 Glass Designs interchangeable thermal-magnetic trip 
units, and new front-removal lug de- 
sign for fast and simple trip units 
interchange after installation of break 
ers. Available in both 2- and 3-pole 
models, the UL approved units are 
claimed to have interrupted ratings of 
25,000-amps at 60-v ac. e@ I-T-E 
Circuit Breaker Co., Philadelphia, Pa. 





; LETTERS 


Continued trom page 6) 
would please arrange to 
send me | copies of this article 
V. W. HEIMBERGER 
MANAGER I AL PRODUCTS 
SALES 
AMERICAN 
Plus CLEVELAND 


Asbestos lining ... highest 


1. ONE PIECE FRAME \ efficiency reflectors... Dear Si 

WITHOUT WELDING > : Please send copies of “Ask 

MARKS ~ spring tension lens clip that dil “an a et ies aia 
cushions glass while possible 

B. J. FARRELI 


SALES MANAGER, WHOLESALE 


holding it firmly in position. 
Union-made, U.L. Approved. a ate aida 


Installation is easy with | BELLWOOD, ILI 
Atlite Pre-Wired Box and 


Dear Su 


Adjustable Bar Hangers: te 1ave 100 copies of 
Just pull ‘R’, ‘T’, or ‘TW’ Ask and u Shall Receive? 


ERNEST GALLE! 


wire directly into J-Box. 
* MANAGER MARKETING SERVICE 
No asbestos or slow burning 
ADVANCE TRANSFORMER Ct 


wire required. CHICAGO. ILI 


2. Fibre glace guchete No additional pull boxes 


prevent light leakage. wT necessary. Pre-wired box Dear Sit 


We were \ interested in reading 
cout As ind You Shall Receive 
hangers eliminate framing-in. Please supplv us with 200 additional 


is always accessible. Bar 


Housing is easily copies 
centered after 
4. Frame attachments nailing up hangers. 
ore invisible. Torsion 


spring frames keep 
CM 


J. ROZIER 
ADVERTI 


DAY-BR 


Send for . 
NEW ILLUSTRATED CATALOG Poindexter Expands 


of the complete ATLITE line. BOULDER, COLO Open house 

ceremonies have | » held to mark 

completion of a $5,000 remodling 

and eXpansion n tT Poindexter 

Electric Co., Denver, Colo., distrib 

utors of electrical supplies in_ the 

315 Ten Eyck Street, Brooklyn 6, New York iis Minnie anak rhe rage ont 


has 40,000-sq. ft. o ice 
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ee : Cf 1 
“S300 Power Drive 
--eilllinaay 4 

@ Full 1/3” to 2” capacity ak Ke .) Tv 


© Light-Weight ¢ Heavy-Duty 
e Unmatched RIGID 


yo 


No. 1206 
Stand Available 
$27.00 


Widely advertised to your . Designed and Manufactured by 
customers ... don't be late Sa : Rida: 
stocking if order today! , 


Elyria, Ohio, U.S.A 
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MULTI 


DEPENDABLE 
LIGHTING 
EQUIPMENT 
ALWAYS 
i 
SUPER-HI lamps 
enameled 

lighting 


QUALITY 
PORCELAIN 
ENAMELED 
REFLECTORS 


> 
RLM REFLECTORS 
ALUMINUM All standard shapes 


REFLECTORS in porce 
ALZAK eled finish 100 watt 
FINISH to 1500 watt sizes 


> 


MULTI 
QUALITY 
THROUGH 
THE YEARS 
INSURES 
CUSTOMER 

SATISFACTION 


> 


PREFERRED for 
BY THE mounting 


ENGINEER 


enam- 


Start lamps 
upward 


WHOLESALER 


CONTRACTOR 
” CEILING MOUNT 
i TYPE FIXTURE 
MAINTENANCE wit or without 


hinged »pal 
Globe Aluminum 
SEE OUR CATALOG Holder Q’ + 


IN SWEET'S Dian 
ARCHITECTURAL 
FILE 
~ 


OR wRitt FoR CorY 


FOR COMPLETE 
CATALOG 
ADDRESS 

REQUEST TO 


i 


Now more light per fixture 


reflector 


NEW fluorescent fixture for POWER GROOVE VHO or 


Porcelain 


with apertures tor upworda compone nt 


VAPOR PROOF 
FIXTURES 


aluminum 


HIGH BAY 

REFLECTORS Cast 
For mercury or in- 
Alzak flectors 100 w. to 
Aluminum porcelair 500 watts 
on steel 


holders porcelain re 
canaescent 


RLM 2 lite 40 w. INDUSTRIAL FIXTURE for preheat or rapid 


Porcelain enameled reflector with apertures 
lighting 


continuous row 


Adaptable for 


| > 
i 
“~g “NY 


ILE-LITE 
For library stacks & 


Gymnasium Fixture stock rooms. Porce 
for suspended 


Si 


enameled 
ina 500 wott por 
celain enameled re- 


flector 





— 


Fluorescent strip with or without porcelain symmetric or 


asymmetric reflector. 


MFG. INC. 


CHICAGO 24 


ELECTRIC 


4237 W. LAKE ST 


PARKING AREA FLOODLIGHTS 


POST LIGHTS 





CALENDAR OF EVENTS 


NOVEMBER 
National Hotel Exposition 
N y i 
New Y k Cit N. ¥ 
ion ; 
National Electrical 
Association 


Manufacturers 


National Commercial Refrigeration 
Sales Association 

Annual C. 

Golde Grate H 

Miami Beach, | 

Nov 


National Electrica] Contractors 
Association 

Cony 

Aj 

Da 

Nii \ 


National Electrical Exposition 


Men \ 
Dall 


\ 


Ninth National Conference on 
Standards 
R 


‘ 
Y 


DECEMBER 
National Warm Air Heating and Air 
Conditioning Assn 


Committee n 


( | 

Decen 
International Exposition of Power & 
Mech, Engineering 

New York ( 

DD 


National 
Industries 


Association of Display 


16th Ay la 
New York fF 
New York City 

De cempe ] 
Ihe Material Handling Institute, 
Inc, 

Roosevelt Hotel 

New York Cit 

December 7-9 
Institute of 


Year-End Meeting 
Statler-Hilton Hotel 
Dallas, Tex 
December 7 


Appliance Manufacturers 
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) CRESCENT &@ 


CLPERicace 


Insulated Wires and Cables 


Pictured and described here are just a few of the many wires and cables 
that are made by CRESCENT 


2/2 CRESCENT -TYPE UF 


ryPE UF AND TYPE NMé 
fer direct earth } al os ‘ 
ABC ARMORED CABLE ee wiring « 
Has prefrabricated vreaking . which 
quicker and safer attened bonding 


BLILDING WIRE rYPE RHVW 


SYNTHOL BUILDING WIRE rYPE TW 


i beth wet and dry location Insulated with a special tougl 


thermoplastic ompound High diclectric anc mechar 


strength Smallest outside diameter for same conducte a . - SS CRES Ei EX . 
permits or reer conductor in same space : 
ee CRESFLEX 
= "500 000 CM GO0V RH-75Cor RW-60C Hout suitable lowest cost for 1 


ENDURITE BUILDING WIRE rYPE RH-RW 


either dry or wet ecation Ivpe RU 


| 





because of higher permissibl 

amalte ize cab 
SERVICE CABLES rYPE st 
A (Carmeored) nd Style ft (una i} 
' ' Laborator 





IMPERVEX TRENCHWIRI rYPE USE-RR 
Single conductors for direct earth burial. H: a heavs co 
ver the rubber insulation. Provides le 


Neopre 


nd cable installation 


NEOPRENE CRESCORD 


STEEL TAPED PARKWAY CABLE 
fer direct earth installation without additiona 
All standard types regularly supplied nd specia ‘ 
sade to customers’ specifications INTERLOCKED ARMOR I 
>. : “ 


‘OWER CABLI 
les a flexible, metal-enclose thed of wir f 


’ VARNISHED CAMBRIC LEAD ENCASED CABLI 
IMPERIAL PORTABLE POWER CABLI Wonutitth ‘cami, tialiatn Yan aa aidiede : eae 
Illustration shows Type SH-D S000 Volt Trailing Cable f lomg life. Net affected by i and se Thi i 

supplying power to electric shovels, dredges, ete Cevered with with lead sheath for wet le 


weather ' t ‘ ’ fer adr 
extremely tough Neoprene jacket 


CRESCENT INSULATED WIRE 
TRENTON 5, N. J. 
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NEWS 





Industry Leaders Meet; 
Future Programs Discussed 


| EADERS OF THE ELECTRICAL INDUS 


TRY disclosed future promotion 


© 
wa nteQ”’ | 
K programs for their particular associa 


tions, at the 23rd Annual Conference 


= sites “ of the International Association of 
plier eee ‘ P< 3 tet. ‘a Electrical Leagues giving a head start 
% : s to league managers’ Own promotional 
, planning tor 

The Conterence was held October 

1-3 at the Shoreham Hotel Wash 
ington, DA Registration numbered 

89. and included league managers 

board members of agues and other 

interested members of the industry 
[Thirty-one electrical leagues in the 
United States. Canada and Mexico 

were represented. John McDermott 

executive manager of the Electric As 

sociation of Kansas ty was elected 

t 


he Association for the 


president of 
forthcoming term, replacing Glen | 
.* I Ogan, ManaLing director of the Elec 
The Want Books” ‘7: tric League of Los Angeles 
. and ringing cash : e Programs—Major association pro 
registers...of tool sup- — were outlined bs ee re 
. E ig er, chairman of the esidentia ales 
pliers all over America I y Policy Committee of Edison Electric 
give profitable proof of ‘ Institute; Clarence Kelle VICE 
the growing sales of the chairman of the Industrial ad Com 
mercial Lighting Equipment Section 
Channellock No. 420. of the National Electrical Manutac 
Hundreds of thousands turers Association; William Troy 
of mechanics buy this plier manager, association activities, Live 
: : . : Better Electrically project Lester I 
eo They like its tight g Barrett, chairman of the National 
grip in tight places. .. Its all , Ye Wiring Bureau; N. J. MacDonald 
‘round usefulness. And you'll chairman of National Electrical Week 
? 2 = n oO 
like the steady profits of “ik ie mooie rape gory ne 
. ’ ‘ ‘ a eting « ommillee OF ne ational 
America’s fastest selling plier. Electrical Contractors Association 
Stock it... catalog it... display ¢ “Revolution” Will M. Kline 
it... and you'll sell it. Send for manager of the Custom Kitchen and 
Cabinet Department Westinghouse 
our new catalog. Electric Corporation described “The 
Built-In Kitchen Revolution.” Do 
CHAMPION DeARMENT F mestic remodeling he reported, has 
TOOL COMPANY added up to more dollars than new 
MEADVILLE, PENNSYLVANIA 


Noid who 


qv aT MAO 
wwe 


ie 


house construction. In a $2. billion 
total, kitchens and laundries rank 
about third in order of importance 
Kline emphasized the immediate po 
tential in kitchen modernization and 








a much greater future potential. Pro 
motion of today’s all-electric kitchen 
and laundry will prepare the way fot 
more advanced ones. The 1934 built 
ins, he reminisced, couldn't be sold 
until the market was ready. The units 
(of the future) will be available as 





soon as the market for them has been 

developed 

3 5 \ e Residential Lighting J ( 

just one line of pliers. Forbes, manager, Residential Lighting 
Sales, General Electric Company, de 
scribed the professional training which 


© local is available for communities in the 
ao. Les j Light For Living program of the 


It’s eusier to stock 
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wee VALUE 


Th 

e MOE 44 franchise is th. most valuable 
in the lighting fixture industry 
BECAUSE, despit: t J j 


from 


hy 


1 is the largest national advertiser jn he 


industry, Supporting its distributors with i 
fully integrated merchandising srogram 
complete from national and business maga- 
zines all the way through to point-of- 
material for dealers’ in-store use 


] 
Saie 


\ 
g THIS AD APPEARED 


IN THE 

JULY ISSUE OF 
ELECTRICAL 
WHOLESALING 


gives you equal help... year after year! 


MOE Light advertising appears regularly, year in and year 
out, in such giant publications as House & Garden, Living 
American Home, Better Homes & Gardens, and House Beaut 
as well as in national business magazines read by architects 
builders, contractors, electrical and hardware dealers. It 

is backed up by an armory of special sales-aids—newspape! 
mats, direct-mail pieces, in-store display materials, et: 

all climaxed by the WORLD’S FINEST LIGHTING FIXTURI 
CATALOG. This huge, full-color catalog alone, according t ul 
dealers, contractors and others, is enough to establish 
leadership in the trade. 


This is but additional proof of what so many distr 
“The MOE Light franchise is one of our most 


nw 


ily, 
7) 


~ 
4 


‘) 


z 


ms THOMAS INDUSTRIES INC. Ponders in 


LIGHTING FIXTURE DIVISION 
Executive Office 410 S. Third St., Louisville 2, Ky. Dept., EL-11 Creative fighting 


Factories at Ft. Atkinson and Sheboygan, Wis.; Hopkineville, Ky 
Los Angeles, Calif.; Ft. Smith, Ark 
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OIL-TIGHT and DUST-TIGHT omy of lights = Arts, A 

thorough market analysis, he said 

Hoye _ . established that (1) residential light- 
MOST ELECT RICAL ing has a big home fashion appeal 


E "LINE OF 


Ul il ly 


first AN 
comPLet 


(2) advertising and promotion whets 
appetites (3) market potentialities are 
great (4) the situation is ripe for or- 
ganized action and (5) that training 
MADE TO JIC AND a basic need. 

NEMA STANDARDS per vey waa ‘ Bertram Lange, marketing service 


manage! I | avazine delivered 





Rolled lip i talk on i€ Cal iture and the 
adds stiffness, 1 Marketi 
improves appearance 


Wray, editor 
Cover screw clamp, ng. spoke 
easy to operate, + 
has no loose parts 5 n Distributi 
‘Continuous: 4 e FEI Ou 
hinge. Door is 
removable. : Institute's 
for 1959, ¢ 
Removable 
panel mounted on 
shouldered studs x quesne ympar Ponealhnw 


Removable said that E F I's 2'2 to 3 million dollar 
evade oan budget would be directed to the pro- 
motion of the all-electric way of liv- 
ing, Major Appliances ousepower 
‘Medallion Homes and re il light 

Neoprene gasket : 


seals out oil, 
water, dust 








well as 
SIZES mercials 
SINGLE DOOR Wall-Mounted 4 

Units. 18 standard $ rials 

ranging from 16°x12"x6" to e NWB — Tied closely with the 


wae NEMA 12 PANEL Housepower portion of EEI’s pro 


TWO DOOR F 


Mounted Units y ; > ‘ 1° . ; > 
eres Wein. | i EHSESSCRES gram is the planned promotion of the 
j from 54°x42°x8" National Wiring Bureau, revealed by 

to 727x60"x12" These handsome units are ideal for housit od , 
Lester E. Barrett, of Barrett Electrical 


Supply Company, St. Louis. The Bu 





electrical controls, terminal strips and cont 


instruments. Strong, rigid, welded 
construction. Neoprene gasket on door reau s ; 
protects against dust, dirt, oil, water, No complemen 
knockouts or screw holes. Units are frequently ae of 

to le COT 


effort 
electric 


used in purged or pressurized systems for 
installation in flammable or dust-laden 


atmospheres. Standard stock sizes, one door . 
utilities 


and two door units. Fast delivery. Made of 10, ' , 
that the 


12 and 14 gauge sheet steel. White baked 


vertisen 
enamel interior, gray prime coat exterior. cere 


dised by 
Stocked and sold by leading to. these 


electrical distributors trical contr 
guidance “ 





t of these iteria 
e NLB Anotner ; clation activity 


NEW STANDARD 7 PUSH- o lescribed at the ynference was the 
CONTROL CONSOLES ota WIRING new Eve-Fidelity lighting Program 
Designed especially for industrial alk! BOXES : of the itional ghting Bureau 





Oil and dust- 9 
use, these cabinets offer the same tight. 14 gauge Welded seams, Keller 
oil-tight and dust-tight advantages sheet steel. 38 sizes no knockouts or , 
that feoture “Hoffman” enclosures. in 4 types—Standard, screw holes. 8 sizes presick 
Our standard 14 gauge steel units, Extra Deep, Slim, and Pendent Gasketed cover. 14 gouge 
shipped from stock, save you design Made to take from | to 25 See Ses, rey Serene 

“he Y 3 pushbuttons of any moke finish. Panel optional omm 
expense and delivery time. Sloping . . 
control panel is removable so you ilue 
can drill holes for pushbuttons, etc, 





vertiser 
An additional upright instrument tinuing publ y provrat Na 
panel as well as handy writing desk SECTIONAL i Send for catalo with Peer : 

can be added if desired. All units WIREWAY ; 9 tional Lighting Bureau 

have interior sub-panels. All doors Protests cleciricel whine complete information on el L_ BE Ihe Live Better Electrically 
cnd panels gasketed. Standard size from oil, water, dust. Gasketed our line. We also build a a ‘ding to Will Tro 

; ” . ” project, according 1 lam roy, 
is 23°x17"x 40", or we cen build joints and cover. Comes in | to , : 

to your specifications. 10 foot straight sections, with special enclosures to cus- wil] devote its energies during 1959 to 


all fitti 2' 4° 4; . , : 
ond 6” —— * an tomer specifications. promoting the Medallion Home, 


Give Better Electrically” and a Me 
A, dallion modernization program, which 
will be offered to local utilities and 

ENGINEERING Ng ag inca n optional basi 








ieagzues O! 


Dept. EW-93, ANOKA, MINNESOTA, Phone HArrison 1-224 e NEW idication of what 


ELECTRICAL WHOLESALING—November, 1958 





Safe, trouble-free performance of 
electrical bituminous paving machine 
is aided by Bronco 66 electrical cable 





Electrical 
Cables 


WRITE FOR NEW QUICK REFERENCE CATAL 


arco o cerns vas WESTERN INSULATED WIRE CO 
Bronco 66 Certified is sold nationally > 
t € al Wholesale Distributor Los Angeles 58, California 
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NOW AVAILABLE! 


ILLUSTRATED HAND- 


ee BOOK OF QUALITY 


= cIRCE A-W PRODUCTS vate ake 


e F. E. Keith, president of Keith 


Electric Company M | 


“Growth means new 


and vexing problems’ 


© Officers for °59 


we a? 
\\ C) 
si pes 9 ai as ‘ 
. vat 9% Ka 
- ri o™ “ bi tia 
i 
C) Z 
ante oa 


A 


@ OVER 100 ILLUSTRATIONS 
@ SPECIFICATIONS 
@ REFERENCE TABLES 


A handy reference and guide for everyone 

concerned with the use, specifications or pur- : 

chase of Circle A-W Products — Architect, New Sales Service 

Engineer, Contractor and Purchasing Official Organization 
PITTSBURGH—Bennett Associates, 


Inc., a new sales service organization, 


Write today for your free illustrated pocket handbook. has been established to represent Na- 


tional Electric Products Corp., in the 
U.S. in the field of electrical distribu- 


CIRCLE A-W PRODUCTS The head 
~ | Ihe headquarters of the associates 


ire adjacent to those of National 


COMPANY Electric in Gateway Center. Bennett 


P.O. Box 1171 * Modesto, Calif Associates has taken over the opera- 
tion of NEPCO sales offices and ware 
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r, 


PS 


“Ty 
' 
er a 7 - 
a me 


\/\ THE ORIGINAL 
) | INDENTER FITTINGS 


Over 25 Years of Proven Performance 


Two 

Briege 
Steel Indenter Fitt 
Metal is press 


nent insta 











C <aT NO 607 PAT PEND. ») 








POCKET SIZE INDENTERS 


Just 10 long, these new patented 
compound leverage indenters are 
only plier size. Lighter to carry and 
easier to use—the leverage does the 
work. No. 607 for ’2” and No. 608 
for %” fittings. 


METHOD TOOL COMPANY 


GALVA, ILLINOIS 


All B-M Indenter Fittings are U.L. Approved as 
concrete-tight and for general use (File Card £10863) 
Also comply With Federe! Specifications W-F-406, 
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50 Church Street 


> WIRES - CABLES 
CORD SETS. 


service from our 15 


ANYWHERE, 


br ale h 


Cyerniaght 


conveniently located warehouses 
country from coast to coost. 
never be 


products. 


cover the 


You need 
CORNISH w 


of stock on any 


out 


ire 


Cords in 


spools 


Portatte 


packed 


Service 

250-f¢. 
containers 
This 


receiving, 


popular 


ize) | faetanelam 


four 
ndividual that eliminate costly 


speeds ship- 


ACTION, 


repacking. modern put-up 


ping, over -the - counter 





COROPRENE 18/3 TYPE SJO 300 VOLTS 


Bennett 
1S states 
[his pr 
Bennett 


sales COSTS 


Lappin Opens 
Another Branch 


MILWAUKEI | 
Milwauke 

opening ol 

in Green 
ond 
Wiscor SII 
similar 
(EW 


hran 


Pacific Wholesalers 
Have New Location 
SAN Pa 
} 


Electric ( 


DIEGO I he fic 
moved 


block 


New Agency 
In Los Angeles 


LOS ANGELES 
Matzinger manuf 


merly oper g 
Company ) ngeles an 
Jim Johnsor Bower 
Mfg. Co 


form 


inger 


to 


senting 





ISy for you to 
Wire 


CORNISH makes ite 
nstantly the Service 
ng specifications plainly rig 
litating handling in stock and 


wanted 
ht on 


— fac 


rn 


This: nationally known, all-inclusive line of Cords 
and Cord Sets—intsubber, plastic and neoprene—makes 
it possible for you to fill. all requirements of Farm, 
Home and Industry — with a complete QUALITY line 


easy and PROFITABLE to sell. 


CORNISH WIRE CO., wc. 


New York 7, N. Y. 


REPRESENTATIVES 


supplies 
They 


Street 


PEOPLE IN THE NEWS 


inager ol 


Supply 
c Co., 


Parsons, m 
facilities General Electr 
Co., div. of the General Elec 


Alonzo J. 


for 


ift 30 veal 
mber of th 
ctrical Dis 


man 


retired Sept. 30 iimost 
of service. He 
National Assoc 
tributors ind has I ( on 


Association committ 
ifter 1s 
Control 


gener al 


A. G. Zepp | retired 
r vith Allied 
He has been 


years OF sery 
Co., New Y ork 


sales manager 


Eugene W. Commery, superviso! 
of residential lighting ap 
the General Electric 
dept., retired on Oct 
than 42 


ications for 
Large Lamp 
He 


service 


had 
with 
Park 


tt 
LEV 


nas 


more 
Electric’s dept it Nela 


He fellow 
Enginee' Society 


General 
in Cleveland 
Illuminating 
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Up to 163 Degree Spread — Up to 236,000 Candlepower: Now in 
New CROUSE-HINDS Mercury Floodlights 


Plus 6 Outstanding Advantages Never Before Offered in Mercury Floodlights of this Wattage 


New—700 to 1,000 watt mercury floodlights with the 
widest beam-spread on the market up to 163°. Or 
the brightest 936.000 candle power concentrated in 
75° solid angle! Complete with ballasted assemblies that 
will start lamps at —30° F. offering a further choice of three 
different reflectors and four different lenses (including a 
spun-se iled plate glass lens) to adjust the beam spreads and 
candlepowers to your particular needs All using either 
clear lamps for brightness, or phosphor-coated lamps fo1 
color enhancement. And all offering real door relamping 


and positive locking in open position 


Mercury Floodlighting Is Here to Stay 


No other floodlight lamp approaches mercury for long 
burning hours . . . for economy of cost and labor in re 


lamping. And no other mercury floodlight approaches thes« 


of burning 


new MVF's for convenien¢ 
tion factor and mainten 
Other lights ir 


lights from 250 to 700 wat 


intensities and efficie ncle 


* For assistance in computing 
wattages and footcandle 
needs, cor your Crouse tii 


+ +} 


the Illumination Department a 


CROUSE @HINDS 











Chromalox 


Electric Heat... 


your hottest market 


Chromalox 
Electric Unit Ventilator 
‘PE ee RR as 


BES Wctae 





Chromalox iIn-Duct Heater 


eewal: 


LP OS aye 
ee EEE Ceres 


STENOSES 


Chromalox 
Automatic Wall-insert Heater 


Chromalox Floor Drop-in Heater 


Cash in with CHROMALOX— 
the complete quality line 


Wherever heat is needed for com- 
fort, electric heat is finding new uses. 
In homes, churches, factory offices, 
schools, motels. 

And not just new structures, but 
existing structures are finding electric 
heat the modern method of heating. 
Electric utilities are promoting this 
new, big market. Are you tying in? 
With the conversion market, as well 
as the new institutional construction, 
there’s a double-barrelled market 
waiting. 

Although the Chromalox line is 


renowned for quality everywhere, it 
isn’t more expensive. The built-in 
quality Chromalox offers assures you 
of customer satisfaction, without call- 
back for complaints. Attractive ap- 
pearance, long life, and fast instal- 
lation are all in your favor. 

Why not learn the electric heating 
story now? Write for full details. 
You'll find nation-wide distribution 
and local Chromalox engineering 
assistance to back your efforts. 

Write now so that you can 
heat better — electrically. 


Chromalox Electric Heat 


Sige, Edwin L. Wiegand Company 
7595 Thomas Boulevard 
Pittsburgh 8, Pennsylvania 


CHurchill 2-6400 
See our complete line in Sweet’s Catalog 


7 \Ive BETTER 
\ 
“Corie 
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William E. Fowler, vice 


traffic and purchasing, 


president 
Youngstown 
Sheet and Tube Co., retired on Octo 
He has been with 


since 1939 


ber | the company 


Paul 
distr ict 


R. Skarie has 


manager of the 


been named 
central 
Lappin Electric Co., Mil 
waukee, Wisc 


east 


division of 


Howard A. Wyngarden has been 
inted Buffalo district m 
General Elect: Supp Co 
Aldred K. Wa 
retired Warren \ 


inager for 
He 


vho has 


SUC 
ceeds 


com 


Schafer, Sc 
been promote ona inager ol 
the Sar Francisco regior Or the 
N.Y. He 


who has 


cd to re 


Crouse-Hinds Co., Syracuse, 
succeeds W. R. Major, Jr., 
ven transterred to Atlanta 
W. G. Bullock, product 


tr fer { n 
ins rread } 


Georgia 
ngineer, has 
been company s 
He re 
Adams has 
New y ork 


Any pI ' 


t 


S Tegio Seattle 
er. John M. 
1 tron thy, 


oduct en 


John H. 


charge of operatior 


Schuler, \ yresident in 


r 
Anderson 
the addi 


] 


Electric Corp., will assume 
{ veneral 


tional man 
ci located in 
John B. Rogers 


aistridutior 


John E. McAuliffe, chairman of 
the boar Triangle Conduit and 
Cable Co., New Brunswick. N.J.. is 
again I nninyg the Natio! il amateur! 
mixed fourson f champion 
Assisting him will be Carl S. 
Menger, execut \ president of 


the 


ship 
compan 


Kenneth W. Kennedy has been ap 

Allied 
He will 
Washington 


unties 


pointed sales representative for 
Electric Supply Co., Georgia 
represent the firm in the 


(sreene ing I iv¢ 


EK. S. Mathiesen, formerly 
manager for Cutler-Hammer, 
Inc., Milwauke Wisc., has been ad 
vanced to the post of works man 
ager. G. W. Bolln, former assistant 
works manager, has bee 


assistant 
works 


n named man 
ning Ee: 


has 


ager, operations plat 


Steinke, 


named manager of oper 


formerly supt been 
itions produc 
tion. Succeeding | 


H. Comstock. 


supt., is E, 


has been 
engineering 


Fixtures of Cali- 


Charles D. 
the 
Fluorescent 


Mills, 


Sales 


Ste 
named to and 
stafl ol 


fornia. 


1958 





ALL NEW! 1958-59 EDITION 


G-E FIXTURE LIGHTING GUIDE 


Now! Complete in one 10-page color booklet 


select, group and merchandise fixture combinations 
for Light-for-Living. 

mix or match fixtures for Traditional, Contemporary 
and Transitional interiors. 

handle large or small-area ceiling, wall, spot or 
flood lighting. 

use the Lumen Count Method, easily, accurately. 
and much, much more! 


a CORRELATED GROUPINGS 


Fa ahhs 


Oy 
Ra 


: . a, i= aaaa. 
KITCHEN LIGHTING Z pom! , 
COMBINATIONS ; é 
2 rn OE, omer 








EAXPANOED CvLinocER 








\ 
SPOT AND FLOOD 
LIGHTING 





If your business includes: *Selling fixtures *Work- 
ing with architects, builders * Wholesale or distributor 
contacts*Planning, designing for new construction 
or modernizing ... the Fixture Lighting Guide is for you! 


reference Work 


list of the contents includes 
lied | 
Applied fixture lighting (for every rox I 
5 halls exterior, ucility , opot of! Flood Recesse | 
minous large area, Wall and Outdoor lighting. Ea 
section 1s complete. Color illustrations show interior s 


tings with related fixtures, plus suggestions for alternate 


Progress /s Our Most /mportant Product 


GENERAL @ ELECTRIC 
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SPMHEROIO—oper bottom 
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N. J. “NICK’’ REINHART 


Merrill E. Skinner. 


rd « Union 
Electric Co., S 


N. J. MacDonald, 


SEND FOR FREE PORTFOLIO 5412 AND oes — 


I 
N. J 


SEE FOR YOURSELF HOW 

OFFERS DISTRIBUTORS AN UNEQUALLED 
OPPORTUNITY TO GET A BIGGER SHARE 
OF ELECTRIC MOTOR CONTROL SALES 


H. 1 Van Horn 


of Blackhawk Mfg. Co.. VM 
W H 
North Dah 
] k 
S 

| 


yah 


Bill Webb, 


( Dh 
Bill Daniel 
A. Dexter Hinckley. 


IHuminating Engineering 
Society 


William S. Till 


Westing- 
house Electric Corp.'s Large Lamp 
dept., Mule 


Thomas S. Madonia 


le > H 
a keaest IFS 
BATAVIA, ILLINOIS . a 
a LES REPRESENTATIVES -_" PRIMCIPAL civies sleason | 
“a ‘pie = I Prescolits 
; 1) 
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a . | 
Revolution in [[lumination: 


“VISION-AID’ LIGHTING 


For the first time . . . Fluorescent and Incandescent Lighting blended 


IN A SINCLE 
MULTI-POSITION 


LAMP... 


Here's an entirely new concept in lightin 
distribution! 

The unique design of the TROMBOLITE reflect 
full use of both fluorescent and 

sources — to produce higher levels 

a minimum of undesirable glare. Result 
that’s easier on the eyes, plus a light aistribut 
that provides complete uniform cov 


work orea 


@ ARM EXTENDS by smooth G-l-i-d-e A-c-t-i-o-n 
@ REFLECTOR TILTS, SWIVELS to any needed angle. 
@ ARM TILTS from vertical to horizontal. 

ARM ROTATES through 360°, locks at a touch. 


SPRING ACTION CORD extends and retracts with 
the gliding arm. 


Trombolite Blue, Tropic Green, Schoro Ton, Exe 
Model FS0-200 Incandescent & Fluorescent — Screw-Down Mounting 
Model I$0-100 Incandescent only — Screw-Down Mounting 
Write for catalog listing complete range of models and prices 
Wertch for new desk and floor stands to be introduced shortly 


Dept. AL-101 
QO am Pp | @ XK CORPORATION « GLEN COVE ROAD, CARLE PLACE, 
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= Frew M&W 


Roof P 


NEW 


one-piece fitting 


* speeds installation, saves costs, 
combines two separate fittings in one 


You'll make service entrance jobs 
easier, faster, better with this field- 
proved two-in-one fitting. It combines 
roof plate and flashing in a single alu- 
minum casting. Takes only minutes 
to install: just lag-screw to roof and 
seal with weather-tight compound 
around mast. It’s extra-strong, too 
tests prove less lever action on the 
mast, greater strain resistance. Avail- 
CATALOG 57 gives { able in 1144, 14%, 2 or 2” sizes 
Ss, Prices on complete separately or in a complete selection 


ttings Send of M&W Mast Kits. 


heinleitings 
The M. & W. ELECTRIC MFG. CO., Inc. 


EAST PALESTINE, OHIO 


BEST BUY IN 


CHAIN 


TURNER & SEYMOUR for 
SASH « JACK «+ REGISTER « 
TRANSOM « SAFETY « 
FURNACE «+ UNIVERSAL « 
CABLE « BASIN 

AND MANY OTHER 

CHAINS IN A COMPLETE 
RANGE OF SIZES 


Ask for free, descriptive catalog. 
Write today. 


FIXTURE HOOK designed for quick, easy instal- 
lation of overhead-suspended fluorescent light 
fixtures. Neater. Time saving. Write for complete 
information and prices 


- 


'T 
Fs 


THE TURNER & SEYMOUR MFG. CO. 
TORRINGTON, CONNECTICUT 


William P. Connors has been ap 
pointed to the newly created position 
of operations general manager of the 
Edwards Co., Inc., Conn. His former 
position of factory manager has 
been filled by Robert E. Bernhard. 


Bernhard’s position of purchasing 
agent, which he held since 1953. has 
been filled by George W. Glynn, 
formerl\ ssistant purchasing agent 

Oliver K. Baehr and Raymond 
Bratt, both of Chicago, have been ap 
pointed area sales managers for 
Merkle-Korff Gear Co., Chicago, III 


Bacher vill be I charge of th 


e 
middle west and Bratt the east coast 
territory. Both will headquarter in 


Chicago 


Thomas M. Cole has been elected 
president of Federal Pacific Electric 
Co., Joseph S. Thompson has been 


named honorary ¢ man 


Lester R. Crane is sales manager 
Penn-Union Electric Corp., Erie 
Pa. Previously, he was with A. B 
Chance and Westinghouse Flectric 
and has rendered service in National 
Electrical \ nutacturers Associa 


tions distripulk connector group 


M. W. Ottley has been appointed 
manager, telephone sale Graybar 
Electric Co., Inc., New York, N.Y 


E. A. Fargis has n named reg 
ional sales manager for Smithcraft 
I ighting in Chelsea, Mass. fF argis for 
22 years was with the Noland Co.., 
Inc. For Smithcraft, he will supervise 
sales activities in Virginia, North and 
South Carolina (seorgia Florida 
lennessee, Alabam I Ourslana Mis 
SISSIDP! Arkansas lex and Okla 
homa. He ts member of the Illum 
inating Engineering society The 
American Institute of Electrical En- 
gineers, and tne North irolina So 


ciety of Engineers 


George W. Heller has been ap 
pointed vice | det for technical 


service and sales by Tensolite Insu- 
lated Wire Co., Inc., Tarrytown, N.Y 


Mire and Coble 


WHEN YQU WANT IT 


From Chicage yeu can get immediate delivery on 


Flexible Power Cables 


Which is one of the many constructions 
carried in our Chicago Warehouse Stock. 
Also all types of Power, Control, Lighting 
and Communication Cable 

Let us supply your wire requirements, 


UNIVERSAL WIRE & CABLE CO. 
2915 N. Paulina Street 
Chicago 13, IIlinois 
Stocks carried in Houston 
and Los Angeles 


PNOOOSSSOSCEROOOO 
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Joseph Rambusek, Jr., is vice pres 
ident, sales of Bogue Electric Mfg. 
Co., Paterson, N.J 


A. J. Zoth has been elected secre 
tary of Pittsburgh Standard Conduit 
Co., Pittsburgh, Pa. A. A. Stevens II, 
has been named assistant secreta! 
Raymond F. Becker was appointed 
eastern regional sales manager for the 
New York and New England district 
with headquarters in New York 
James D. Logan has been appointed 
eastern regional sales manager tor the 


Philadelphia, Baltimore, Washington 
| 


D« district. His headquarters wil 
be in Philadelphia 


J. B. Ogden, vice president, sales 
Airtemp div., Chrysler Corp., was re 
elected chairman of the Room At 
Conditioner Section, National Elec 
trical Manufacturers Association. L. 
M. Larkin, general manager Air 
Conditioning div., Whirlpool Corp 
was elected vice chairman of tl 


section 


Leroy Ward, torm« 
burgh Reflector Co.s 


has been director 


ization and tooling 


Eugene L. Blough has been ay 
pointed manager of Potter & Brum- 
field, Inc.’s newly organized emplovee 
relations dept The company 
cated in Princeton, Ind 

Norbert T. Grainer, assistant to the 
manager of the Skokie, Ill... plant of 
General Controls Co., has been ap 
pointed regional manager for the mid 
n 


west automatic controls firm ead- 


quartered at Cleveland, Ohio 


Frank E. (Buzz) Harris, J has 
been appointed assistant sales man 
ager of the Tape div., Plymouth Rub- 
ber Co., Inc., Canton. Mass 


Jay N. Thraves has been a 
pointed sales manager of TA Mfg. 


lif 


Corp., Los Angeles Cali 


SALES REPRESENTATIVES 





Ihe Arrow-Hart & Hegeman Elec- 
tric Co., Hartford, Conn., has an 
nounced the appointment of Harvey 
A. Habel as sales representative for 
the Oregon territory. He will work 
out of the San Francisco office, with 
headquarters in Portland, Oregon 


Chester Cable Corp., Chester, N.Y 
has appointed the following | sales 
representatives for its electronics divi 
s10n: 

A. C. Wahl, Inc., Cincinnati, and 
R. C. Warner Sales Engineering Co 
Sturgis, Mich 


TOLED Oo’ s 
7 3 g 


5 


LINE OF \ 
PIPE CUTTERS 


For Faster Turnover... More Profit... 
Stock TOLEDO’s Four New Models 


Ww ». Increas your ile with TOLEDO’'S 
ne new Tt ry 
€ hott de 


TOLEDO. N;, 


THE TOLEDO PIPE THREADING MACHINE COMPANY «TOLEDO 4, OHIO 
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TO SELL ELECTRICAL PRODUCTS ... 


You've got to sel electrical men: 


The man who DESIGNS 


electrical systems ... 


F. C. Bates, consulting electrical engi- 
neer, Bates Engineering Company, Salt 
Lake City, Utah, says of Electrical Con- 
struction and Maintenance: “Your 
articles on current design and construc- 
tion practice are of major importance in 
our engineering work. Your answers to 


The man who INSTALLS 


electrical systems... 


B. L. Slater, president of Slater Electric 
Company, Folsom, California, observes, 
“I make a special effort to check over 
every page as I find many advertise- 
ments for materials and tools that we 
can use in our work. If we were re- 
stricted to only one trade magazine, I 


The man who MAINTAINS 


electrical systems... 


J. R. Gray, electrical construction en- 
gineer, Union Carbide Nuclear Com- 
pany, Oak Ridge, Tennessee, says, “The 
information available in your Electrical 
Construction and Maintenance is very 
helpful in determining the most practi- 


code questions are frequently referred 
to for specific code interpretations.” 
to our business 


subscribers to ELECTRICAL Con- 
STRUCTION AND MAINTENANCE has direct influence on 


Each of these three 


the selection of electrical products used in the jobs he 


supervise 


THE ELECTRICAL CONTRACTOR: 


Primarily, he installs electrical systems. If he did 
} 


1e would still need a thor- 


ler lat L- 
only in tallation work 
' 


} } 
ough groundl in electrical systems 


maintenar 


design and 
requirements. Often he is called on 
| 


t three: design install 


to do all maintain 


THE PLANT ELECTRICAL ENGINEER: 


His primary job is maintaining electrical systems 
If he did that alone, he would still have to know 


design and installation work. Often his job assign- 


The men who design, build and maintain 


America’s electrical systems pay to read... 


A McGRAW-HILL PUBLICATION, 


136 


would choose Electrical Construction 
and Maintenance as the one most suited 


330 WEST 42ND STREET, 


cal and economical methods of equip- 
ment installation. Better ways of making 
‘tie-ins’ are always welcome.” 


ments include all three function 
skilled in all three 


THE CONSULTING ELECTRICAL ENGINEER: 
He designs electrical systems. Logically, his design 
work must be based on thorough understanding of 
how an electrical system will be installed and 
maintained 
These three men require a technical | 
which supplies advanced, authoritative 
tion on all aspects of electrical work: design 
maintenance. Only ons 
tion attracts all three groups as paid subscribers 
(more than 37,000) only one serve 
grated job interests 
AND MAINTENANCE 


ELECTRICAL 
CONSTRUCTION 
AND MAINTENANCE 


installation publica- 


their inte- 


ELECTRICAL CONSTRUCTION 


@ 


NEW YORK 36, N.Y. 
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Quadrangle Mfg. Co., Chicago, IIl., 
innounced the appointment of Ronald 


A. Giles as their sales representative & & 


for the state of Indiana 


[he Pittsburgh Standard Conduit Co., 
Pittsburgh, Pa has announced the when our tool 
following sales representatives y 
Gerald | C ronan Baltimor 
Washington irfea 
William A 


Fifty years of know-how are behind 
its design and construction. NYE 
tools are known the world over for 
Pass & Seymour, Inc., has annot dependable performance. What's 
the appointment of John G. Appk more, NYE tools are all guaranteed. 
rate ly as sales represental ¥ ( the 


Ph ladelphia territory 


Ihe Kirlin Co., Detroit, Mict 
announced the appointment of 


follown 


Hand or Hydraulic Operated 


Fastest burrless punch on the market 
Easiest to use, slugs drop out without 
prying 





ORIGINAL JAMPROOF DESIGN 


Has all the important features 


A 


£ Fast rewind k b Ask for 


demonstration 


HEAVY-DUTY 
Ferdinand B. Stern, 73, form GB Self oligning 


because of 

design. Note 
protecting thread 
using a power unit 


k 
ed \\ 


= WE TOOL COMPANY 


7 


with built-in bender 
ond pipe rest 


Full range 
sizes ‘e” thr 
4'4 


rr the devciopme 
locked-i underfloor 
He is survives : Ha NYE TOOL COMPANY 


indever daughter, a gf £126 WEST FULLERTON AVE. CHICAGO 39. ILLINOIS 
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FOSTORIA LOCALITES 


with Amazingly COOL 
HEAT VENTILATED REFLECTOR 


% Equipped with marvelous 
new collar-disc arm joints 


MODEL m 
55-VCX-701 Rad 


$893 @ a MARVELOUS 
1s. Pho. SEEING TOOL FOR 
f 4 FASTER BETTER WORK 
a light pore 
where needex F ( 
“4 tional arm and ed al 
\ a dise joints give flexibil 


ity of a thousand posi 
j ™“~. tions. Rugged construc 
et tion, heavy duty socket 
Levolier switch, uni 
versal base 


@ 


THE FOSTORIA PRESSED STEEL 
CORPORATION, FOSTORIA, OHIO 


Localites are available through 
wholesalers everywhere. 


a 


* * 


ree 
~ 
A 
INNER SHIELD 
ACCESSORY 





WRITE for complet 


A 
& l/>. ™ 
toria 


om et Pe 





D-DD O 


INSTALLATION AS FAST 
CS 


Po 3 
PROTECTION AS SURE 


AS RIGID “ 
Su 
CONDUIT SELL) LF 


—Aeeeattenet 


LI QUAT 


EXTRUDED POLYVINYL JACKET MOLDED 
TO GALVANIZED FLEXIBLE CONDUIT 


C Approve d 





AS WITH REGULAR 
FLEXIBLE CONDUIT 


; ‘ ‘ ‘ j ll 
omplete protection igainst any am ii con 


tamination—impervious to water, oils, ¢ hemicals 
e atmospheres Installed in minutes. N 
downtime” due to wiring shorts or burn 


utS. no more periodic wiring replacements 


fads ELECTRI-FLEX COMPANY 


P.O. BOX 128-A ROSELLE, ILLINOIS 








Hyman Lavner 


Hyman J. | 
of Westingl 


ASSOCIATION NEWS 





MINNEAPOLIS, MINN. The 
jirectors of tl Minnesota 

Ass tion have announced 
p at Dun 

ot Minneay 


board < 


Electric 





Stringer Safety Equipment 


Our 15th year serving 


i 
i The Electrical Industry 








Sold through the Electrical Wholesaler— 
The finest and 
Write for new 


Attractive discounts — 
safest you can buy 


catalogue No. 15. 


UTILITIES SAFETY 





SUPPLY CO., Inc. 


Lee’s Summit, Missouri 
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first time, the fathers 


Wheels, were invited to attend ; : 4 ELECTRICAL 


elite Geis to rae COMBINATION 
eerie cag gn Magia tt eevices E=—S/ ACCESSORIES 
ment and support has been arrang £ FOR CHRISTMAS LIGHTING 
Garrett Wa f Edward ct With the holiday season around the corner, now is the 
Co. and Bot ~weard the time to stock up on the many electrical accessorie: 
Newgard Co. are co-chairt your customers will need for Christmas lighting busi 
ness. There's BIG profits in these small items and you 
CHICAGO—FElectric nte ’ can be sure of Guaranteed Quality when you choos¢ 
Engineers, contractors nd dist from the complete Eagle lin« © 


utors 


CHICAGO The Litth heels of ¢ i 1 

Chicago observed the club's tent i i ; PLUG FUSES 
niversary on October 2? t the vil ; et RECEPTACLES BRASS SOCKETS l CARTRIDGE FUSES 
od Singing Club C hic « r tn , 





industrial growth 
FLASHERS 
and WINKERS 











WALL PLATES a 


0 
Pm. ; ae re vy) 


iV STANDARD ATTACHON SOCKET 
— 5 N Ww 


EXTENSION 
CORD SET 


ELECTRIC SUPPLY 
DISTRIBUTORS, JOBBERS 
WANTED FOR 


ELECTRIC 
HEAT LINE 


Choice protected territories open 





: Eagle "O.K." 
—_ ie oe Glass Plug Fuses 
No. 690 


for fast moving electric heating - 

iT SAYS "OK 
line. Products include baseboard 
wall heaters and thermostats 
Baseboard heaters by this Western 
manufacturer outsell every make in 
the Pacific Northwest. Get com 


plete information—write today to 


EAGLE ELECTRIC MFG. CO., Inx 


Long Island City 1, New York 





SWAN MANUFACTURING CO. 
1801 West 26th Street WHOLESALERS 


ONLY 
EAGLE ELECTRIC MANUFACTURING CO., INC. 


LONG ISLAND CITY 1 + NEW YORK 


“Perfection (2 uot an sbccident™ 


Vancouver, Washington 
or call E. W. James, Sales Mgr. at 
OXford 3-2505 in Vancouver 


‘ 
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oo 
ay By 
Combine Your oy ) 4/ With These... 


YYW 
Porcelain Orders 





New Products You Can Use 
with NCE AGAIN EW has gone into Pallet Truck 


past issues, arbitrarily selecting { ] 
e . 1romati rar 
Mast Ki ts! the best of new products that will : ] 
4 assist you in carving a niche for your 


self on the modernization frontier 


Portable Racks with “balanced action” automaticall 
The Challene Machine) equalizes ds on both wheels regara- 
1d Haven, Mich less of floor co _ vO Cape 
ties—4,000 n ) s—are des 
Portable stock racks provide 30- to ignated Transvey odels EPE-4 
40-sq ft of movable storage space in) and EPE-¢ 
small floor space, are adapted for 
storage and movement of stock, as 


sembly of orders, etc l irge casters Platform Truck 


with rubber tires permit easy move lwell 
ment even when fully loaded. Steel Sf Clair 
racks have removable Masonite | 

Jesigned 


and/or ex 


shel ves 


where ru 
Storage Racks >0,000-Ib 


lier-Rack Cory; Pea rt f truck, Model 
Louis ], Mo oped. Available 


y lin 
. vyasoine 
SAVE Manufacturer says new lier-Rack ‘ : 
two-whe 
to SO n 


allows up more storage II eh: 
F Pp j - Platform 
rod 


Freight costs! warehouses hydraulic 


with full lo 


ct is made of two 


identical frames of welded steel tub 


bi ing, converting any pallet into a rack 


ing and tiering device also 


\ PORCELAIN States even fragile goods can be stored 
“4 > : 
_ 


ceiling-high, with no crushing. Items EJectric Fork Truck 

can be taken from each rack without + 
PRODUCTS aaaeie os a be id leads | 2 rt: ‘ 
MAST KITS with . oo) pack Company claims its tine of | 
wireholders to Weber Electric Mf ihieidie, te ee ee ee 


| illetized 
P Vici 
make prepaid New “Reel R 


is said to save a tremendous nanual p i ef valve. Clamp 


shipments, a yace ing arms are spong ubber lined 


amount of floor space, offer rapid cus 


goods as 


lamyr | shi I nd 
iCK for storing wire a Cascade pete : shifte amine 


. hle rio atk loads 
tomer service, save on number of men adjustable . vidth = load 





required to handle orders, and elimi- clamping pressul isily control 


“ ’ ble |} nre-se 1o lami cl 
nate costly “short cuts” left over. Als« lable by | imp attach 
gives positive inventory control at all ment 1s said [0 Sa p ind expense 
| ) llets redu handling tft ’ 
times, and permits overhead storage of patiet educe Gung timc 


above reels for other merchandise 


Reel Racks—termed simple to install Elevating Trucks 


come in a variety of sizes to handle 
{merican I 


9 Pa 


from four to 100 reels, in any length 
of five different width compartments 
They can be adjusted for all reel sizes ( hampion Ne : < eway port 


NEW Mast Kit able elevating trucks ffers battery 
Brochure 7 Tie Wire Reel powered or pedal-operated models 

. 9) Ideal Reel Co.. Paducah. Ky featuring a 24x25-in steel platform 

raised or lowered | hydraulic-lift 
New tie wire reel-type dispenser for mechanism. Battery-powered units are 

Electrical Porcelain shipping room use, etc. is worn on available in four lifting heights: 58 


Since 1894 belt, eliminates coil-over-shoulder wire 0-, 82- and 94-in and have 1,500-Ib 
tieing. Reel is said to reduce waste, lifting capacity. Pedal-operated trucks 
speed tying operations, increase safe will lift 1,000-lb to 46-, 58-, 70- or 


Porcelain Products, Inc. ty. Design permits left- or right-hand 8&2-in. Both have ball-bearing wheels 


il 


Caaty. ono 


use, quick replacement with refills and positive acting floor brakes 


ELECTRICAL WHOLESALING—November, 1958 





A. me | OES: SE! 


St.. Hempstead, N.Y 


Firm claims new locking system using The 


i series of inter-connected keys makes 





forgetting to lock doors at night im- 


taiy after sthess have ben aed, ~~ Electrical Equipment Manual 


Can be used on windows, and other 


types of doors, or wl rivacy OF by J. F. McPartland and 
‘a W. J. Novak 


security 


Appliance Turntable 


Displa oops ¢ Ge Here's 4'2 years of the ‘Salesmen’s Technical Notes’ presented in a new 
nnat 4 Ohio = ad 

format in this 176-page, 6” by 9” hard cover book 
Display Disc” is described as a new Everyday, easy-to-use data on 


low-cost, high load c ipacity turntable 


It is constructed to support a S00-Ib e Lamps e Motors Motor Controls 
balanced load in continuous motion e Lighting Fixtures e Wire and Cable Wiring Devices 
ndefinitely. Standard is gre e Transformers Switches 

Capacitors Relays 

Protective Devices Pole Line Equipment 
Generators Switchboards & Raceways and 
Sound Systems Panelboards Busways 


e Air Conditioners 
vith white veiling 


available in lots 15 or more Heaters 


Storage on Wheels 
Mobile Racks, Inc 

ton Ave New York 

Fully illustrated to cover CONSTRUCTION, OPERATION and INSTALLA 

TION—with SPECIAL EMPHASIS ON THE NATIONAL ELECTRICAL CODE 


Storage ofr whet Is using 
Rak, is said to increase capacity 
store rooms and filing areas uf 


SO Cabinets, lockers, shelf units : 
Designed for use as an instruction manual or as a reference text aimed 


at the practical interests of — 


are mounted on ball-bearing wheels 


that roll on steel tracks need for 


D --wasting isles IS limi d : 
space-wasting aisl eliminated Electrical salesmen Electrical inspectors 


Electricians Plant engineers 
CONTINENTAL Electrical contractors Architects 


FOR THE COMPLETE Estimators Consulting engineers 


| INE NF GET it for yourself! 


INSULATED GIVE it to your salesmen and customers It's a really worthwhile 
POWER CABLE Christmas present. 


UNI TACE 


Vill | Olek S 
TULIAUL< 
ORDER your copies now for only $4.00 per copy by filling in the 


600 10 15,000 coupon here 
SIZES: 14 AWG TO 
2,000,000 CM incwusive | 1 Dope st0.0g9 2% | sre are bontril Eqpment Manel at $40 


330 West 42nd St., per copy ($3.00 per copy for orders of 50 oF mor 


With a complete range of voltages and New York 36. N. Y. Enclosed is full payment 
sizes, Continental Wire offers POWER 

CABLE in types V... AIA... AVA... 

AVB .. . SILICONE RUBBER .. . TEFLON PLEASE PRINT 
TAPE .. . and VARNISHED GLASS TAPE 

for extremely high temperatures. For power 

cable with excellent current carrying NAME 

capacities, resistance to oil, grease, 

corrosive vapors, moisture, as well as 

high temperatures—call ADDRESS 

CONTINENTAL, Wallingford 








SELL it over the counter! Order 50 or more copies at $3.00 per copy 








CITY 


corrzr2er72%fal 
wzze corporation COMPANY NAME AND ADDRESS 
WALLINGFORD, CONN. / YORK, PENNA 
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Combine Your 


Mast Kit Orders 
with 
Porcelain! 





SAVE Freight costs! 
Combine PORCELAIN 
PRODUCTS WIREHOLDERS 
with mast kits to make 

prepaid shipments. 


A complete, quality line of 


secondary service materials 


Peake Neth Det a [e 


Wes 


Electrical Porcelain 


Since 1894 


Porcelain Products, Inc. 


Canty, ono 


Automatic Ladder Leveler 
{rchitec tural Steel Prod 


Vich 


{nderson 
ucts, Ine 
New 


vides safety features where using lad 


Jac ksor 


automatic ladder leveler pro 


t 


uneven surfaces 1s involved 


ders on 


Maker 
tached to any 


also states device ma\ 
length or width str: 
or extension type wood ladder ing 
hts many metal ladders 
| 


seven Vear°rs t locates upon place 


pon 1 locat 


} or 


ment, and selt-r 


ng the ladder 


Shelving Brackets 

Walter Haerté Co 2840 Fe 
{ve ‘ Minneapoli & Vin» 
New 15-in Adjusto-Deck brackets f¢ 
wooden shelving are said to 


{ } 


no braces and iewel 
steel shelving, th making more 
lineal foot 


space available 


Powered Dock Ramp 
Lite-Line Metal Industrie 


( Bro 


RIGID 


RUNNING THREAD 
PIPE 


<A 





IN STOCK 


zese 3 ft. lengths 





Conouit Nipe E FG. CO. 


1455 SPRING GARDEN AVE PITTSBURGH 12, PA 


be at 
i ght 


Tested for 


uprights than 


| Two models 





Latrobe 
Electrical 


Products 


KEEP PIPE and CABLE 
in place with 
“LATROBE” Supports 


Latrobe’ Supports won't let go, won't shake 
Guard against such 


Latrobe 


loose, won't harm surface 


possibilities by using cable sup 


ports and hangers 


LATROBE” PIPE or 
CONDUIT HANGERS 


Sturdy and dependable for hanging pipe to 
conduit |2 ; and | to steel beams up 
to +g thick. Larger sizes for larger pipe 


Insulator Supports 


Fasten porcelain or glass in 
sulators to steel framework 
without punching holes. 4 
sizes— | 1'2", 2” and 2'2 


Latrobe’ 
Pipe or Conduit ki 
Clamp 

This clamp is made 

with a double 

safety bite of case 

hardened tool steel 

Right 

Angle and the Par 

allel support. Each model comes in 10 sizes 


to handle pipe or conduit thru 4 


Adjustable 
Floor Box 
Designed for tele 
outlet or 
where permanent 

nnections 
are made, or as a 
junction box All ad 
boxes are 


phone 


justable 
fire proot 


LATROBE PRODUCTS 


NON-ADJUSTABLE FLOOR BOXES 
ADJUSTABLE FLOOR BOXES 
GANG BOXES—-COVER PLATES 
JUNCTION BOXES—NOZZLES 
PIPE OR CONDUIT HANGERS 
INSULATION SUPPORTS 
CABLE SUPPORTS—FISH WIRE 
STAPLE AND CABLE CLIPS 


Representatives in all principal cities 


Pullman 


Manufacturing Oo. 


12 ? AL SEF EER ,N Ter 


LATROBE. PA. 
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Payroll Tax Computer 


Caleu-Tax Corp, 49 W. 370 UNIVERSAL “SEALFLEX” 


Ne ) 


garg Liquid-Tite-Synthetic Covered 
tag yp arate ELECTRICAL CONDUITS 


rolls, according 

shows withholding ’ Pie a 

social security deductions for wag U-20B Black or 
brackets up to $250—without turt 

pages or making calculations. No sp« U-20G Grey 

cial | I tice | . 


pret ike! cine - ‘lab ‘sw | Extra Flexible 
ag “’SEALFLEX” 
Speaker's Aid 
Pal Phgiy- agg icing“ pal UNIVERSAL 
RAPE SRL UT pe) eked “SEALFLEX-U” 
called the pe ikeasy” is designed - UL Approved 
nck ce Sea cos lettin ce Grade 


notes, NOTEDOOK ¢ 





Billing Desk Immediate Trade Area Stock Shipment 


Ask for Catalog EPB-4 


QUALITY... 

Atll-Wletal 
Flexible 

Hose Products 





We stock 
every conceivable 
type and size of 

ELECTRICAL WIRE 
and CABLE 


IMMEDIATE DELIVERY 
WRITE + WIRE + PHONE 


With the NEW 
1902 Bolt Cutter 
Everyone Wants! 6 


1 

! 
1 
I 
i 
! 
I 
I 


e This new display makes it easy for 7 -y 


EASTERN ELECTRIC you to sell popular LYNN “C” PAKS yy ra 


(100 terminals to the pak) Special 


Sales Company electrical assortment gives you all ~ —™) wren, 


Cuts bolts an machin 
3000 W. Columbia Ave. | cag {25selling numbers ac 3 ts ond strip 


cuts and strips wire 

Phil 2) : ‘ | real profit! crimps terminals 
vo ae oe ‘ FREE SAMPLE CARD ain 

POpiar 9-0400 


without charge if requested o 
TELETYPE: PH 913 


your 








In Canada: Atlas Radio Corp., sate. 19 
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Manarch Fuses 
are saving 
industry 


FAST ACTION 
SURE PROTECTION 
DEPENDABLE QUALITY 


A complete line of knife-blade 
and ferrule type renewable and 
one-time fuses; plug fuses, Fustats 
and spring clips. 


5 feng ilemiete] i fe] 7 wale), | 
Jamestown, New York 











| -. ! 
cnnicians, 


Designed for Radio, TV, and Electronic | 
Xcelite Customers won’t compromise... - They order 


Xcelite—and come back for Xcelite . 


Satisfaction means more Sales and Profits for you! 


. - Customer 
Sell Xcelite Tools... Preferred by the Experts! 
f9) ) 
/) 
i 
o> }] 
em, | 


= | ! 


XCELITE, incorrorateo 
ORCHARD PARK , NEW YORK 
Charles W. Pointon, Ltd., Toronto 


>, 


} 


Gs 


/ /\ 
(/ {I 


Quality Hand Toole 


Canada PREFERRED BY THE EXPERTS 





Fire Extinguisher 
The Fyr-t ( 
J) , i) 


Drv cl 


Kardex Pocket 


when you want cable 
and wire that is 


SPECIAL! 


Nearly every kind in stock. High 
voltage, telephone, weather-proof 
asbestos, portable, motor lead, un 
derground, magnet wire, etc 


...and you need it 


FAST! 


Most orders shipped some day +e 
ceived 


...and you want it 


PRICED RIGHT! 


call on 

COLEMAN (Cable & 

Wire Co., World's 
Miia, Largest Dealer 
MOR) in NEARLY EVERY 
s'coryor CONCEIVABLE TYPE 

of Wire and Cable! 


OuUR CURRENT 
STOCK LIST 
39161 


COLEMAN Cable & Wire Co. 


3916L Wesley Terr Schiller Park, Hl 
Suburt t icag 


Te Chicago) NAt 
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Pat. No 
2632356 


NO BEND e NO SQUASH 
A MUST for Electrical Men 
MAKE YOUR PURCHASE OF STAPLES FROM THE 
JRIGINATORS. AND N INFRINGEMENTS ON 
ANYONE'S PATENT. THE GREATEST IMPROVE 
MENT FOR THE BEST STAPLE IN 30 YEARS 
FREE SAMPLES ON REQUEST 
@ Sold by Leading Electrical Wholesalers-— 


THIEL TOOL & ENGINEERING (CO., INC. 


1417 N. Market St. @ St. Louis 6, Mo. 


MINERALLAC 


BEAM 
CLAMPS 


MOUNTING 


Mounts Mineralloc hangers No. 0 to No. 6 on |-Beams 
safely without necessity of drilling holus. Made of 
heavy gouge zinc plated steel with deep drawn 
ribs to give needed strength, these durable, light 
weight beam clamps have 4-20 tapped holes— 
will fit beam flanges up to % inch thick. Furnished 
with case-hardened set screw. Low cost. 
Order From Your Electrical Wholesaler 
SEND FOR LITERATURE 


MINERALLAC ELECTRIC COMPANY 
25 North Peoria St. Chicago 7, Ill. 


MINERALLAC 
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trols rite for Bulletir 
max Switch Division 
son Corp Wallingford. Conn 


LITERATURE 


NEW 





Iransformer Catalog 


Switch Bulletin— Desc: 
of precision snap-act 


me 
ms J 
SSSA to 


[he W. I 


You'll be happy 


KNOPP 


Voltage Testers 
| ; | 


* 


Patented Prod-Mount 


@ More user-vaiue at Less Cost— 
means more turnover for you at good 
profit margins 
@ Five Safety Features— 
Knopp Voltage Testers sell themselves 
@ Rugged, Reliable— 
bui goodwill and repect soles for you 
Tell if circuit is open of closed; magnitude 
of voltage between 110 and 606 a-c or d-c, 
pure or rectified; 25 or 60 cycles. 
Two models. Free Sales Aids. 
Write today for full detalis. 


KNOPP INC. 


Founded in 1928 by Otto A. Knopp under the 
nome of Electrical Facilities Inc. 


Dept. A-12 1307 66th St., Oakland &, Calif. 


START MAKING 
‘REEL’? PROFITS 


with 


DROP 
LIGHT 
REELS 


Perfect warehouses 
loading docks 
in 20', 30 


portable lighting for 
construction jobs! Available 


and 40' cord lengths 


ELECTRICAL 
BALANCE 
REELS 


for 
Power Tools 


Eliminate costly “waste mo- 
tion’’ on production lines! 
Completely electrical—no 
separate cables. Non-elec- 
tric models equipped with 
nylon-covered stee! cable 
also available. 


Cordomatic cord control products mean 
high unit profits and easy sales! With 
dozens of uses in the industrial and elec- 
trical fields... they offer your customers 
greater economy, convenience and safety 
on every job! 


Warehouse stock available in all principal 
U.S. and Canadian cities. Write today for free 
brochures and price sheets. 


iki 


17th & INDIANA AVE. 
PHILADELPHIA 32, PA. 


CORDOMATIC, DEPT. 
17th & Indiana Ave 
Philadelphia 32, Pa 
ee 
Firm a 


Address___ 
City Zone 








—__State 








“TWIST-OUT”’ 
WIRING 


FEATURES 
FOR SURFACE 


Wiring 


Markers \ ight-page 


i-( 4.000 


ne { j r 
ni SC \ Vie 


ribes 
rkers 


e-to-use in 


ma 


complete 

ples and name 

tor. Bulletin 

\ W. H. Brady 

WwW. ( \ Milwau 
W 


Brochure 


h lor 
OOKRTCI 


Trine 


line of 
electric 


BELLS 


- 4 : 
—_ [Ne 
a 


y : 
Write for free literature and price list 


y 
Trine Manufacturing Corporation, 1430 Ferris piace. New York 61, N.Y 


EVEN THE BIGGEST QUANTITY USERS 
ARE AMAZED AT OUR LOW PRICES FOR... 


1250 & 2500 watt 


ELECTRIC 


LIFT Big Reels 
Easier, SAFER 


with the 
HYKON 
REELIFT 


WORLD FAMOUS BRIGGS & STRATTON 
ENGINES! PORTABLE! LIGHTWEIGHT! 
FULLY GUARANTEED! 


One man 
easily lifts 
1,000 Ib. reel 


For details & terrific trade prices, write 


VARI-PAC CORP. Generator Division 
39 W. 32 St., N. Y. 1, N. Y. LO 4-8208 


MANUFACTURING (CO 
Mt. Union Station 
Alliance, Ohio 


for pre 


Write | 


le ¢ | N 


Precision Fixtures 


IMMEDIATE DELIVERY ! 


ALLEN-BRADLEY 


INSULATED COMPOSITION 


RESISTORS 


RESISTOR WHOLESALERS CORP 


71 Murray St., New York 7, N. Y 
WOrth 2-7862 
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cLaSsIFIED SELLING OPPORTUNITIES® avvertisinc 


AGENTS WANTED . LINES WANTED . PCSITIONS WANTED . BUSINESS OPPORTUNITIES 


UNDISPLAYED 


To figur 


Box Numbers 
Discount of 


Send NEW 











LINES WANTED | | MANUFACTURER’S REP. REPRESENTATIVES 
Manufacturers repr ntativ 3lesman nts ¢ | a 
sdubiiar axe Gamma aioe “peg KITCHEN VENTILATING | | WA NTE D 
table line n Pacif Northwest. 12 r per | FANS & RANGE HOODS | } 
nc jobber and agency sale | V t vi f : ek ¢ t FOR CHICAGO DETRO 7T 
RA-9024 Electrical Wholesaling | v t é é | | —_ é a We i ic A P 
68 Post St., San Francisco 4, Calif | e t t t w | DALLAS AND MINNEAPOLIS AREAS 
MANUFACTURER OFFERING A_ COM- | 
+e ber sat nage ees 9.0 a PLETE LINE OF CONDUIT FITTINGS. | 
LINES WANTED : ; é t mpetitively | | WAREHOUSE STOCKS AVAILABLE TO 
pr eet dekolte ater Net " is rt 2 An | REPRESENTATIVE WHO CAN. OFFER | 
electrical field selling to distributors ager ed ber sis | | COMPLETE COVERAGE. SEND FULL RE 
uae Seneraieed ~elies. tools seciieesg a | SUME. SALES MANAGER WILL ARRANGE 
ami ' sshd INTERVIEW IN TERRITORY 
NED ELLIS Ventrola M fact Co ‘ ‘ 
50 Church St., N.Y. G. 7 — ah sah oar egy: gl age meg See; 


sso 








fiel 
al fiel 














| REGIONAL SALES MANAGER 


Headquarters in Los Angeles 








LEGAL NOTICI 


SELLING OPPORTUNITY OFFERED 


Lighting fixture manufacturers representativ« 


SW-9016 Electrical Wholesaling 


Adv. Div., P Box 12, N.Y. 36, N 





POSITIONS WANTED 





MANUFACTURERS 
REPRESENTATIVES WANTED 
A nationally recognized manufacturer of an | 


| established line f patented electrical 
1 
Agt. full charge, 8 yrs exper. with elec roughing-in ain rial desires representa 


Young, experienced supply salesman with lead 


tion in the following territories 
| Maryland, Washington, DC. Virginia, North 
| and South Carolina Georgia, Alabama 
| Florida, Illinois, Indiana and Michigan 
| We are in the process of adding new items 


\} 


SELLING OPPORTUNITIES WANTED 


Well established Manufacturers’ Agency, cover j 
j which should influence additional business 


for an aggressiv agent 
In reply state lines you now represent 
RW-9088 Electrical Wholesaling 
Ad f £ > a.Y¥ 6 N.Y 


Maryland, Washington, D.C. and Virginiao—An _—-— a 


| REPRESENTATIVE AVAILABLE 





Your inquiry will have 


Special Value 

Aggressive Representative Organization 

If you mention this magazine when writ RA-9081 ELECTRICAL WHOLESALING 
1 520 N. Michigan Ave Ch ‘ 

ing advertisers. Naturally, the publisher 


will appreciate it . but, more important Supply lines wanted manufacturer's representa 


it will identify you as one of the men : TWO GOODWILL WINNERS 
\\ ’ 


Pein’ miajuers PCAN | ENIFE 





the advertiser wants to reach with this 

message . . and help to make possible Established Salesman calling on electric 

enlarged future service to you as a . ‘ I GERSON CO. 
\ : tEaIN ® A 


reader 
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Only 


eee od 
‘QUA 1-1 tv 


'STel-1-i lah comm Mall— 
(Or latela 


OUTLET BOXES * GANG BOXES * 
COVERS * BOX SUPPORTS 


ARROW CONDUIT 
& FITTINGS CORP. 


129 30th STREET, BROOKLYN 32, N. Y 
Sales Representotives & Warehouse Stocks® 
BALTIMORE, MD * CHARLOTTE, N.C. * “CHICAGO 
ILL. * "CINCINNATI, OHIO * *DENVER, COLO. « 
DALLAS, TEX. * *LOS ANGELES, CALIF. © *MIAMI, 
FLA. * NEW YORK, N.Y. * NEWTON CENTRE 
MASS. * “PHILADELPHIA, PA. * ROCHESTER, N.Y 





ADVERTISERS’ 
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users acclaim Slipknot No. 7 


‘*‘WORTH em WEIGHT IN GOLD 
WE asked 30,000 electricians, electrical 
contractors and utility engineers what they 
thought of SLIPKNOT NO. 7 PLASTIC ELECTRICAL TAPE... 


and here is a cross-section of their comments: 


“Your tape is very good, and sure sticks 


ro 
~ a Convenient, efficient, makes the tape very 
where it is put.”’ 


easy to work with 


(Columbus, Kan.) Ys (Dunkirk, N.Y.) 
4 








The Tape / ™ The Cutter* 
£ 


“Works the best and sticks the best in cold i 4 

weather that | have ever used and I've =\ “Worth its weight in gold! 

tried all!’ \ <7” (Grantsburg, Wis.) 
(Newaygo, Mich.) + 


\ 





fe 
*‘Best adhesion I've used so far." AL a5 “Best thing that could happen to any tape!” 
(Chestertown, Md.) s (Chicago) 


3 





“Handles and works well over wide range <i A 
of base materials, even when not cleaned SC “As necessary as pliers and screwdriver.” 


first." . = (Cedar Rapids, Iowa) 
(Sepulveda, Calif.) S| 7 


*Plymouth exclusive, patented 





SOLD ONLY 
THRU 


RECOGNIZED PLYMOUTH RUBBER COMPANY, INC. 


A DISTRIBUTORS & Makers of SLIPKNOT FRICTION TAPE 
DIVISION 10 CANTON, MASSACHUSETTS 





Most of us have had the experience of 
getting enthusiastic over some new prod 
uct and starting out to tell every pros- 
pect all about it. Sales came with ease. 
But after a little while sales slowed up 
The product didn’t seem to have its old 
appeal. What was the matter? 


Did the need for the article suddenly 


die out? 


Did the first sales story stop putting 
over the idea? 


Did we need a new sales story? 


Probably none of these things hap- 
pened. What so frequently happens is 
that we as salesmen get the idea that 
after we have told a prospect the story 
once or twice he knows it or is tired of 
hearing it. Right there is where we are 
wrong. It isn’t the prospect who gets 
tired of hearing the story—it’s the sales- 
man who gets tired of telling it. 


Bussmann Mfg. Division, McGraw Edison Co. St. Louis 7, Mo 


[he facts are that the same story full 
of our original pep and confidence would 
have probably kept selling right along 


Look at some outstanding sales exam 
ples. For years and years we have been 
told that “I'd walk a mile for a Camel’ 

or that Ivory Soap is §99-44/100! 
Pure’ or that Ceca-Cola is “Refresh- 
ing”. Notice how the keynote story is 
told over and over again. The advertis 
ing manager may get tired of writing 
it but the story keeps on selling just 


the same 


Take Fusetron dual-element Fuses. 
Here you have a real story to tell. It is 
briefly summed up in the Fusetron bul- 
letin in your binder. In a word, Fusetron 
Fuses are made to help keep the plant 
operating as well as protect the equip- 
ment. Keep telling that story to all fuse 
prospects and you are going to make 


sales, 


ir 


£ 


ce 


Sy / ral 3 net : 





4 > 
r — 


